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How! their challeng 


Guaranteed to equal any Hack Saw blade made 
today, whether it be High Speed, Molybdenum or 
Tungsten Alloy, on any job, any time, any place. 
Cut for cut, blade for blade, “LENOX” quality 
and uniformity more than hold their own. 4 
“LENOX” Hack saws are sold through Industrial 
Distributors with full protection and sales co- 
operation. 
We will continue this policy. 

Sell “The Blade in the Plaid Box” 


for satisfaction and prof 





HWERICAN SAW &MFG.CO., SPRINGFIELD, MASS. 











THE BEAVER 
“48-R" 
Range — 2!/, to 
4-inch 
4 Sets of Dies 


Net We ight-—58 Ibs. 
Resale Price 


($50.00) 


A New and Better 22 to 4-Inch Threader 
with four strong selling points! 





| | ® 1. An extra wide die—with a wide d bes @ 3. The driving pinion is “straddle- 
| p OSS | throat to center and hold the tool on the Ho tis >» | mounted”—with a bearing both above 
vm! - i} L and below the gear teeth on the pinion— 

: | another exclusive BEAVER advantage 


nee Tite pipe. This eliminates the annoyance of Hou 
\ owe having the tool drop out of threading posi- rf re 
| tion when placed on the pipe. ie t 


, which eliminates repair bills. 


chips and dirt cannot get in them. This spring-backed ball— which is _ fully-en- 
saves costly repair bills! closed so that dirt cannot get back of it. 


BEAVER PIPE IQDLS 


139 MILLS AVE. Quality Tools — Since 1900 WARREN, OHIO 


2. The gears are fully-enclosed so that 7 eenennas | | 4, The dies are held in position by a 
fh. J 
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with which is consolidated /ndus- 
trial Distributor and Salesman, 
and Mill Supply Salesman founded 
by Ernest H. Smith. 
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WANTED 


PROFIT-SEEKING JOBBERS 


Are you dissatisfied with your present profits? 
Are you looking for new sources of income? 


Your best profits come from dynamic products — 
your poorest from static lines of merchandise. With 
dynamic products — even when general business is 
slow — sales increase steadily, and so do profits. 
Jobbers everywhere are finding American-Marsh 
Pumps a dynamic line. ... There are basic reasons 
for this. .. . Rural America is on the move. It wants 
SHALLOW WELL modern improvements and has the money to spend 
for them. Why pump water by hand, why carry it by 
pail, when a ready-made TURBO-LIFT automatic 
water system with pump, motor, storage tank, com- 
plete with all accessories, is available. Running water 


@ in the kitchen and bathroom, in the barn and 





garden, for the school, 
tourist camp, filling sta- 
tion, summer resort— 
and all at amazingly 
low cost—of course they want it. .. . This is 
the market which American-Marsh Pumps— 
the product of 60 years hydraulic engineering 
experience — fill so adequately. ... TURBO- 
LIFT Shallow Well Systems are made in 300, 500, and 
1,000 gallons per hour capacities and larger. Storage tanks 
range from 2 to 525 gallons as required. ... American-Marsh 
UTA submersible motor driven deep well Centrifugal Pumps 
are used the world over for industrial water supply, air condi- Z 
tioning plants, laundries, farms, camps, schools. Well depths Z Z 
Za 





ONLY ONE MOVING PART 






to 750 feet. Capacities from 450 to 20,000 gallons per hour. 
..- Dynamic products! Dynamic profits for alert jobbers! 





Write for “PROFITS FOR JOBBERS” 


AMERICAN-MARSH PUMPS, [NC. 


on, eee mec we TURBINE STEAM AND POWER PUMPS 





BATTLE CREEK, MICHIGAN PUMPS AND PUMPS OF 
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NEW YORK 
WORLD'S FAIR 
@ With Link-Belt Power Transmission Equip- EXHIBITOR 


ment you are in a splendid sales and profit METALS BLOG. 
position. 








The answer is simple—the quality of this line 


LINK.BELT Power Transmission Equipment includes: 


is known from coast to coast—actual usage 
by industry everywhere has established its 
many advantages. It is complete—built to 
meet modern needs. 


Therefore, the most logical and sound busi- 
ness step for you to make is to get behind 
Link-Belt Power Transmission Equipment. Make 
money with this, the line that quickly earns the 


Anti-Friction Bearing Units 
—All Types 


Pillow Blocks—All Types 


Base Plates—Plain and Ad- 
justable 


Hangers, Take-ups, Collars 

Couplings —Rigid and 
Flexible 

Clutches—Jaw and Friction 


Gears—Cut and Cast 
Tooth 

Silverstreak Silent Chain 
Drives 

Silverlink Roller Chain 
Drives 

Speed Reducers of the 
Worm, Herringbone, and 
Motorized Helical Gear 
Types 


Variable Speed Transmis- 
sions of the P.I.V. and 
V.R.D. Types 


confidence of users—that brings you repeat Pulleys —Steel and Cast 
sales—that improves your sales position—that Iron 

helps materially in economically solving indus- 
trial transmission problems. a 















Link-Belt Company, Chicago, Indianapolis, 
Philadelphia, Atlanta, San Francisco, Toronto. 
Offices in Principal Cities. 


7587 


THE POWER TRANSMISSION 


LINE THAT INCLUDES POSITIVE LINK-BELT 


DRIVES AND ASSURES GREATER POWER TRANSMISSION 


SALES OPPORTUNITY .-.----- EQUIPMENT _ am 
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THE QUALITY %” DRUM 











With a background of forty-five years of experience 
in the manufacture of portable power tools, Thor 
announces the first low-priced quarter-inch electric 
drill to be built in the fine tool tradition. Here, at last, 
is a low-price drill that has been designed to meet a 
definite need for light-duty service and to do its 
work efficiently and economically. Among me- 
chanics, contractors, service men and technicians 
of all kinds the new Drillmaster will find unlimited 
use for every type of light-duty, intermittent drill- 
ing. Thor distributors will march to new profits with 
the Drillmaster .... The Quality 4” Drill in the Low- 
Price Field. For further information write to 


TOOL 0 BD SINCE 1893 


INDEPENDENT PNEUMATIC TOOL COMPANY; 
600 W. JACKSON BLVD. CHICAGO, ILLINOIS§ 


Se ee 
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et 
Pa 
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SELL THOR 





Twin-Triumphs 
in Sales-ability 


een Sales soar with Black & Decker’s 
marvelous new 4" HOLGUN— the powerful, 
yet small heavy duty drill for production and 
general purpose work. Everywhere you've gone, 
this light, compact, versatile tool has sold itself 
on sight! HOLGUN hit the sales mark .. - but 
wait until you see the new HORNET! 


The Black & Decker HORNET 


is an amazing new 34_” drill—a 

veritable handful of energy, 

even smaller than HOLGUN— 

yet just as efficient, just as con- 

venient and adaptable as its 

famous predecessor. The perfect 

drill for fast work in tight spots 

__or for steady all-day use on a 

production line. 

Get behind these twin drills without delay. They 

fill a long-felt need in many diversified fields. 

To get your full share of the small drill business, 
4%" HOLGUN and the 3%" HORNET. 

THE BLACK {FG. CO., 


Pennsylvania Avenue, Towson, Maryland. 














Bench Grinders 





Portable Electric Sanders Portable Lectro-Shears 


Portable Electric Drills 


Electric Nut Runners 
MILL SUPPLIES @© JANUARY 1939 





FILLER 
TANK 
MODEL 6425 


Indispensable to 
most efficient use of 
Alemite Hand 
Guns, as shown in 
Brockelman Bros. 
photograph; saves time loading guns. 
Holds 35 Ibs. fluid or semi-solid 
lubricant; delivers 2% oz. per stroke; 
prevents spilling, waste, and con- 
tamination. Handle locks for easy 
carrying; bracket for hand guns. 


Holds 25 lbs. semi-solid lubricant; 
delivers 12 oz. per minute under 
pressure of 4500 to 5000 Ibs. per 
sq. in. heavy duty universal motor 
for A.C. or D.C. Mounted on 3 casters 
and easily wheeled about by handle, 
which also serves as rack to keep 
hose and electric cord off floor. Com- 
plete with hose and control vaive. 


ALEMITE 
HYDRAULIC 

HAND GUN 
MODEL 5586 


Holds 9 oz. semi-solid lubricant; 
quickly filled through filler-type han- 
dle with Alemite Filler Tank. De- 
livers predetermined quantity of 
lubricant at each shot; up to 10,000 
Ibs. pressure per square inch. Gun 
coupling has three jaws which grasp 
fitting on contact, forming a leak- 
proof seal. "The greater the pressure 
the tighter the seal.”’ 


Holds 25 Ibs. semi-solid lubricant; 
delivers 10 oz. per minute at 125 Ibs. 
air pressure; pressure developed is 
33 times that of available air pres- 
sure. Mounted on 3 casters for easy 
moving; handle serves as hose and 
cord rack. Complete with hose and 
control valve. 











Build Up Your 


Bunting Stock 


EVERY PIECE SHOWS THE Start the year with an ample and representative stock of 


SIZE STAMPED ON BAR 
FROM END TO END... 


Wholesalers 
in a position 
to supply 
Bunting 
Standardized 
Bearings are 
building up 
splendid 
volume in 
this time 
and money- 
saving line. 


Bunting products... Fill in those missing sizes of Bunting 
Precision Bronze Bars. Have plenty of the bars most in de- 
mand. Everywhere, every day consumers of bar stock in all 
industries turn to this completely machined bar of superior 
metal—the famous Bunting No. 72... or SAE 660 Bearing 
Bronze. .. Hundreds of different sizes enable you to meet 
every requirement. Build up your stock so that you can 
fill every order...The Bunting Brass & Bronze Company, 
Toledo, Ohio. Warehouses in All Principal Cities. 


PRECISION BRONZE BARS 
BABBITT METALS 
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your markets and increase your sales! 


2a 
Feature the complete SKILSAW LINE 
4 1 ar ‘ani 


8 was the biggest year in our history—a great advertising and sales pro- * 


" broke all records for SKILSAW DISTRIBUTORS! 1939 will be an even 
‘ vear bar YOU ber site i Ma Rennes Blancas box aiskes 
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Mrides over 


on towers of Bethlehem Steels 


HOSE of your customers who buy Bethlehem wire rope, 
, emg pipe, sheets and other products from you do so 
with well-justified confidence in unvarying standards of 
high quality. For these customers are not only familiar 
with the products themselves; they also know of out- 
standing projects in every field where these or other 
Bethlehem materials have been used. 

For example, they have heard of or seen these giant 
towers for the Boulder Dam power line. Built to carry 
320,000 horsepower into Los Angeles and neighboring cit- 
ies, the towers soar 144 feet in the air. With their two 
287,000-volt circuits, they represent the most powerful 
transmission line in the world. Bethlehem supplied all the 
steel for these double-circuit towers, including bolts and 
nuts as well as structural members. In addition, almost 
1000 miles of bethanized strand was used as ground wire, 
to protect the conductors from lightning surges. 

Bethlehem steels have long been closely associated with 
the growth and development of the electrical industry. 
Bethlehem forges many of the rotors for huge generators, 
supplies the alloy steel for turbine blades and is a standard 
source of supply for heat-resisting bolts and nuts for these 
gigantic power units. 

The widespread acceptance of Bethlehem steels by the 
electrical industry is typical of the recognition which 
Bethlehem has among all important users 
of steel. When you handle Bethlehem prod- 
ucts both you and your customers can be 
sure that you are selling materials known 
to be sound and reliable. 




















Every month hundreds of thousands of advertising pages 
tell tens of thousands of mill-supply customers about Beth- 
lehem steels. 





These and other products are made by Bethlehem for mill- 


supply wholesalers. We will be glad to tell you about jobber 
arrangements that can be made; write Bethlehem Steel Com- 
pany, Bethlehem, Pa. 


BETHLEHEM STEEL COMPANY 





> SS 
fobbers! WIN the race for belt 
user’s favor by pushing... 


LUBRIHIDE PINS 


Make friends by selling belt joint pins that last 2 to 4 times longer! 
Clipper LUBRIHIDE Pins are the biggest bargain ever offered for eco- 
nomical belt operation. Made of high-gluten content rawhide—the tough- 
est, most durable material known for belt joint pins—with the added 
tremendous advantage of BUILT-IN Lubrication. They not only wear 
much longer—they also add materially to the life of the joint itself, 
because frictionless oscillation reduces fatigue strains on the hooks. 
Shipped as standard with ALL Clipper Hooks. Sold for replacement 
service in separate packages. 
LUBRIHIDE Pins are New! Different! Profitable! 

Every bele user is a prospect for CLIPPER BELT LACER co., Grand Rapids, Michigan, U. S.A. 


Clipper Lubribide Pins in replacement 
packages. Are your stocks adequate? 


-BELT LACING ‘eee 6m EQUIPMENT 
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E. J. McOSKER and JOHN J. WELCH, Editors 


Think It Over! 


A committee has been appointed to investigate 
the feasibility of making a thorough-going study 
of costs in the industrial supply industry. In the 
long run, this committee’s decision will be based on 
what you think of the idea, and on the opinion of 
others who make up the rank and file of the sup- 
ply field. BUT—hefore reaching your opinion on 
this important question, study the proposition in all 
its phases. As a starter, ask yourself some ques- 
tions like these: 

1. Are you getting all of the business you should 
get on any specific line? Is part of the total vol- 
ume, which you could handle, going to direct-sell- 
ing manufacturers? Are they getting the business 
because of a lower price or because of better serv- 
ice? If the former, can you afford to meet that 
price and still make a profit ? 

2. Are you charging too much for your services 
on some lines and legislating yourself out of bus- 
iness? Are you charging too little for your serv- 
ices on other lines, hoping that the gross profit on 


all lines will 


‘ 


‘average out” at the end of the 
year? 

3. When a manufacturer offers you a margin 
of 15% on sales, can you prove to him that you 
need more to do a job? When a manufacturer 
offers you 40% on sales, are you sure that your 


selling price will then be competitive ? 


4. If the “going” market on a given product is 
such that it would be unprofitable for you to han- 
dle it at the present margin quoted by the manu- 
facturer, are there any cost corners you can cut in 
order to move that line into black ink? 

If all, or a majority of industrial distributors 
could answer those questions to their own com- 
plete satisfaction, we could regard the committee 
just appointed as a group of fine gentlemen with a 
needless job in their hands. 

Since we feel sure, however, that such is not 
the case, that most distributors lack the data by 
which they might work out full answers to these 
big questions, we have a hunch that this com- 
mittee is starting the most important job this in- 
dustry has ever undertaken. 

A real cost study may be expensive, it may pro- 
duce some surprising or even embarrassing in- 
formation. But many are of the opinion that 
“it’s time we learned the facts”. If your mind is 
not made up, if you haven't yet decided whether 
or not you're for an industry cost study, you owe 
it to yourself to consider the matter thoroughly 
before reaching a final opinion. The advantages 
to be derived from the knowledge that such a sur- 
vey would produce are so great that few distrib- 
utors, we believe, will turn thumbs down on the 


cost study idea. 
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THE REPUBLIC 


5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


- 





Wuge 
Lant 


ONLY 
MECHANICAL 
RUBBER GOODS 


% Although Republic confines its efforts 
to the manufacture of one specialized 
line—Mechanical Rubber, it takes four- 
teen acres of floor space to accomodate 
its complete equipment. This includes all 
the desirable facilities for accurate and 
large scale production. The extensive 
system of departments separates, yet 
thoroughly covers, the distinct phases in 
the manufacture of each particular prod- 
uct: Hose, Belting, Packing and Molded, 
Extruded or Hand Made Rubber Goods. 
The entire procedure, rigidly controlled 
from the laboratories, results in the qual- 
ity of products for which Republic is na- 
tionally known. 

































The method of merchandising Re- 
public Products is as well established as 
the manufacturing processes. Distributors 
from coast to coast represent Republic 
in their respective territories, aided and 
protected by the Five-Point Policy. Let 
us discuss this in detail with you. Re- 
public Rubber Division Lee Rubber and 
Tire Corporation, Youngstown, Ohio. 


RUBBER 
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TALK OF THE TRADE 





HAPPY LANDING: Glad to be back safe and sound in quiet = 
Fort Worth, Texas, is John T. McCarthy (Hercules Supply) pK 10 A 

. . « Who has finished off two eventful months in Europe and KM OG I\ 
isn’t looking for further excitement for the near future . . . Was = T= | \ 
in Czecho-Slovakia and the Sudeten territory while things were & C RN Ly \A 
coming to a boil . . . And in Paris and London during the trench- oS: mf 

digging, gas-mask-fitting season. = 


IN SEARCH OF SPRING: For some reason Edward J. Ball Business as usual 
(Hajoca Corp.’s v.p. in charge of industrial sales) thought it was 
about time to take a trip through the South in search of business 
and more good-will for the company . . . And in a little while 
Harry Riddle (Geo. Worthington Co.) will be heading for his 
Winter home in Florida. 


MILDLY PUT: A bit of repartee at the distributor meeting in 
Shreveport, La., gets our palm for the neatest bit of understate- “oO 
ment this month . . . The pipe situation, quite often a lively topic : ———— 

down South, was under discussion and the question was put to Time for this again 
W. J. McKee (National Tube): “Wouldn’t you say, Mr. 
McKee, that the present situation is dog-eat-dog?” . . . “Well,” 
drawled McKee, “‘it’s pretty active.” 





LOOK ALIKES: Jack Perkins (J. H. Williams) looks pretty 
much like Grover Whalen, World’s Fair fashion plate . . . And 
carries the idea even further by being something of a Beau 
Brummel himself ... There is an elevator operator in the 
McGraw-Hill bldg., N.Y., who looks for all the world like Roger 
Tewksbury (Oster Mfg. Co.). 


TURF WORLD: Is the fact that the Philadelphia suburb in 
which he lives goes in largely for horses reason enough for Carl 
Meister (Allen Mfg. Co.) to break out with such a startling 
design in race track suits? . . . Until you've seen it, pay no atten- 
tion to what they tell you in Esquire. 


AID TO SELLING: A lot of manufacturer’s men find it helps to 
carry a camera on their appointed rounds, but the first distributor’s 
salesman to take up the art (to our knowledge) is L. V. Hill 
(Great Lakes Supply) . . . At his home just outside Chicago he 
has a collection of hundreds of distributor pictures, taken while 
he was a Quigley representative. 





ADDENDA: To date the most active supporter of the Conven- 
tion Cruise is W. A. Haseltine (J. E. Haseltine & Co., Portland) 
who has booked reservations for self, the Missus, a daughter and 
two sons . . . The reason Phil Pidgeon ( Pidgeon-Thomas Iron 
Co., Memphis) didn’t show up at the Shreveport meetin’ was he 
had a serious fire at home the night before . . . For which, our 
sincerest sympathy. 5. SS Ws 
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Charles R. Hook, president, American Rolling Mill, left. 
becomes chairman of National Association of Manufac- 
turers, passing presidency to Howard Coonley, president, 
Walworth Co. at the “Congress of American Industry” 


(ae SF by 
At the cone meeting in Dearborn, Mich.: Left to right, 
William Bridges (Buhl Sons, Detroit) and Mrs. Bridges, 
Irving Lemaux (Indianapolis Brush & Broom) and Mrs. 
Lemaux, Charles E, Allinger (Strelinger Co., Detroit). 
At right, Horace Armstrong (Armstrong Brothers Tool 
Co.) addresses the meeting 





At speakers’ table, annual banquet of Metropolitan Hard- 
ware Association, New York: Left to right, John B. 
Foley, secretary N. Y. State Hardware Assn., Sydney 
H. Atkinson, president, Metropolitan Hardware Assu., 
Henry A. Cornell, honorary chairman and toastinaster 


16 























Special committee appointed at Dearborn to consider a 
cost study are: Top, Charles T. Bush (Strelinger Co., 
Detroit) and H. E. Ruhf (Cleveland Tool & Supply) of 
the National Association; center, John L. Pitts (Brown- 
Roberts Hardware & Supply, Alexandria, La.) and Frank 
M. Archer (Superior-Sterling, Bluefield, W.Va.) of the 
Southern Association; bottom, C. O. Drayton (American 
Screw) and H, K. Clark (Norton Co.) of the American 
Association 
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HIGHLIGHTS THIS MONTH 


Executive committees of three supply associa- 
tions, meeting in Detroit, Dec. 7, vote to investi- 
gate the possibility of making thorough cost study 
of distribution industry (see page 17). 


Reservations for Convention Cruise pass 500, 
extra space now available (see page 23). 


42,000 attend [ower Show in New York where 
280 manufacturers exhibited latest improvements 
and creations in power products (see page 28). 


















1. Tyler Carlisle: “We shouldn't accept a 
contract unless able to do an honest job” 


DETROIT MEETING 


They gave the cost study idea 
a forward push, discussed all 
types of industry problems, 
indulged in good fellowship 
aplenty at Dearborn Inn, De- 
cember 7-8 


EXECUTIVE COMMITTEES of the 
National, Southern and American 
Associations held their regular 
mid-year meetings at the Dearborn 
Inn, Dearborn, Mich., on Dec. 7. 
On the following day a zone meet- 
ing for distributors in Michigan 
and surrounding states brought out 
an attendance of more than a hun- 
dred. 

Chief accomplishment of the 
executive committees was their 
serious study of a proposal to un- 
dertake a far-reaching study of 
costs in the industrial distribution 
industry, and their decision to ap- 
point committees to represent each 
association in a further, more 
thorough investigation into the 
feasibility of such an undertaking. 
The newly formed committee is 
composed of the following mem- 
bers: Charles T. Bush (Chas. A. 
Strelinger Co., Detroit) and Harry 
FE. Ruhf (Cleveland Tool & Supply 
Co.) representing the National ; 
John L. Pitts (Brown-Roberts 
Hardware & Supply, Alexandria, 
La.) and Frank M. Archer (Su- 
perior-Sterling, Bluefield, W. Va.) 


ment program 









representing the Southern; C. O. 
Drayton (American Screw Co.) 
and H. K. Clark (Norton Co.) 
representing the American. 

W. T. Ryan, (Cutter, Wood & 
Sanderson) president of the Na- 
tional Association, acted as chair- 
man at the zone meeting. Views 
on the outlook for business in the 
next year were contributed by 
Percy Ridings (Syracuse Supply), 
W. C. Hunter (Ross-Willoughby ), 
A. J. Sparks (F. Raniville), Hor- 
ace Armstrong (Armstrong 
Tool Co.), George Halpin ( Minne- 
sota Mining), Jack B. Dale 
(Briggs-Weaver Machinery Co.), 
and J. H. Schroeder (Fort Wayne 
Pipe & Supply). The work of 
committees on manufacturer-dis- 


sros. 
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Charley Allinger sells the 
convention cruise with a tempt- 
ing description of the entertain- 





3. Two 
Yankee: Andrew 


ply); Alvin M. 


W. Northup 
Thompson Co.) 


4. Busy renewing 
ships are: Bill 


(Henry 


Campbell); Ed 
(Strong, Carlisle & 


ville Co.); Jim 


ace Armstrong 
Bros. Tool Co.) 


tributor relations was described by 
Hes Kuhn (Hardware & Supply) 
chairman of the National group’s 
committee, and by L. M. Knouse 
(Stanley) of the American Asso- 
ciation’s committee. 

One of the morning’s highlights 
was the talk by H. K. Clark, 
“TLet’s Find the Facts,” a critical 
appraisal of present day conditions 
in the supply field. Other speakers 
of the morning were: Harold F. 
Seymour (Columbian Vise) on se- 
lective distribution ; Tyler W. Car- 
lisle on the importance of a manu- 
facturer’s sales policy to the dis- 
tributor; D. K. Towner (Towner 
Hardware), asking, “Can distribu- 
tors absorb advancing taxes and 

(Continued on page 90) 





Southerners and a 
(Carey Machinery & Sup- 


(Smith-Courtney); and Dan 


friend- 


(Allen); Ray Smith (Bovyer- 


mond); Art Sparks (F. Rant- 
Channon 
(Mitt Suppries) and Hor- 
(Armstrong 











AFTER THE FIRE 


THIS IS A SIXTEEN THOUSAND 
DOLLAR ARTICLE. That is just what 
the knowledge I have gathered on 
my subject has cost me. 

To those who have never had a 
fire loss, | hope my story will be 
a preparedness incentive and a 
safety signal. Those who have had 
a similar experience, whether in 
greater measure or lesser, will un- 
derstand every phase of my story. 

An uncontrolled fire, destructive 
and demolishing, is one of the most 
crushing influences that can hap- 
pen. An uncontrolled fire, destroy- 
ing a possession that represents 
years of dreaming and working, is 
like a stunning blow that leaves 
your mind reeling. 

After receiving such a _ blow, 
within seconds, your thoughts spin 


$y OSCAR IBER o. IBER CO., 
CHICAGO 
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Seldom have we seen a dis- 
tributor's story so vivid as this 
one. .. Mr. Iber's account of 
his disastrous fire, told first to 
the Central States meeting, is 
worthy of the full attention of 
every reader. . . The lesson 
which cost him thousands of 
dollars is re-told here to spare 


others a similar experience 


in a whirl, back into the past, ques- 
tioning the causes, searching for 
reasons, challenging judgments, 
and seeking solutions. All these 
lightning reflections are clearly, 
but terrifyingly defined against a 
background of smoke and flame. 
And you know you are power- 
less. It is incredible that you can 
do nothing. You have worked 
twenty long years to build and 
establish yourself. Your thoughts 





inevitably turn to insurance. Again 
and again you turn over in your 
mind what knowledge you possess 
regarding the fire insurance. Is it 
paid up? Yes, you think so. 

In my own case, I was remind- 
ing myself of my poor judgment, 
worse than that, my stupidity. Less 
than a month prior to the fire I 
had reduced the fire insurance by 
ten thousand dollars. The volume 
of our business was not as large 
as the previous year and I believed 
the inventory sufficiently reduced 
so that I could save $100 in pre- 
miums by reducing the fire insur- 
ance. We must cut corners. That 
particular corner cost us not $100, 
but more than $10,000—verily a 
peculiar way of saving. But, of 
course, “who expected us to have 
a fire—and such a fire?” 

I'll never be able to tell how it 
affected me. Arriving at the scene 
a little after eight o’clock, just 
about the time it was really going 
good, I was speechless, powerless. 
A finger tapped me on the shoul- 
der. I turned in the hope of see- 
ing a sympathetic friend. Instead 


“An uncontrolled fire is like a blow 


leaving your mind reeling” 


it was a stranger. He identified 
himself as a fire attorney and 
“would I please come with him” ; 
my wife and family would be most 
pleased to see me. For over two 
hours they had been searching for 
me: some even feared that I might 
be in the building. 

Now a new kind of fireworks 
started. I was asked to enter a 


private room to answer a few 
questions. Those few little ques- 
tions developed into a thousand 
big ones. It’s bad enough to have 
a fire, and it’s no added pleasure 
to sit by the hour to be questioned, 
and to see others questioned. How- 
ever, in a way it was a good thing 
—it took our minds off the fire. 
Finally, the questioning ended, 
with orders for us to be in readi- 
ness for further questions. We 
were treated in a most courteous 
way and much consideration was 
given our feelings under the cir- 
cumstances. It was simply a prob- 
lem of asking 1001 questions and 
piecing the answers together. 


Then Came Adjusters 


We actually got in a few hours 
of troubled sleep. But the tele- 
phone was ringing bright and 
early. And whom do you suppose 
had our interest at heart? The 
public fire loss adjusters. They 
called in bunches, any number of 
them, then their “runners”, and 
then their friends to recommend 
them. For fees of from three to 
five per cent they would take over 
all responsibility of settling the 
loss. They work fast, some of 
them too fast, and believe me, they 
do get into your hair. 

At breakfast we decided to see 
in the daylight what was left of 
the building and its contents. We 


arrived about nine o’clock and 


please believe me when I say it 
looked as though the building had 


been through Hell. But in the 
office, everything was almost as 
we had left it in the afternoon of 
the day before. All the current 
records were intact, some not even 
wet. The vault and safe were in 
good condition and all important 
papers were unharmed. We im- 
mediately decided, with great 
vigor, to rebuild. The water was 
still falling through the ceiling and 
running down the stairs. It was 
still above the ceiling of the base- 
ment and standing three inches 
deep on the floor. But it had not 
reached the tops of the desks. 

We examined our fire insurance 
policy which we found undamaged 
in the safe. The premium had been 
paid. It was in good order. Most 
of our loss would be recovered. 
And here, oh how I wished I 
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hadn’t reduced the insurance to 
save exactly $97! 

True, our inventory had been 
destroyed. But our friendly com- 
petitors offered their help and their 
inventories in a most whole- 
hearted spirit of cooperation until 
such time as we were functioning 
normally. In addition, our regular 
sources of supply came forward 
with most generous offers so that 
there could be a speedy rehabilita- 
tion of our business. We had mil- 
lions of dollars in merchandise to 
draw from. 

We notified the insurance com- 
pany of our loss. We telephoned 
the representative of our insur- 
ance analysts, an organization of 
insurance experts whom we re- 
tain. 

I really hated to face their rep- 
resentative. I had tried to out- 
guess him in reducing the insur- 
ance without asking his advice. I 
knew he would chide me. When 
he came, he did more than that— 
he told me plenty. 

“A nickle and two minutes of 
your time,” he said, “would have 
saved you between $10,000 and 
$20,000. Why didn’t you call me 
before you made that change? 
That’s exactly why we are in busi- 
ness—to protect and advise you. 
3usiness men think they know in- 
surance, but they don’t, and this 
proves it.” 

He explained further that, be- 
cause of the reduction, we were 
underinsured and we stood to lose 
not only $10,000 but also an addi- 
tional $6,000 or more. Our policy 
covered merchandise and fixtures, 
known as contents, and we learned 
that it is mandatory to insure for 
90 per cent of the value, else one 
becomes a co-insurer. In Chicago, 
this provision is known as the 
“contribution clause.” 

On Monday morning, we or- 
dered the windows boarded up, 
temporary electric light was in- 
stalled, and temporary ’phones 
were connected. Everything ran 
smoothly, that is, more or less 
smoothly until the insurance com- 
pany notified us that book figures 
would not be allowed as far as 
settlement was concerned. 

They stated that, while the mer- 
chandise was in a heap, a lot of it 

(Continued on page 101) 








MAN POWER, HOME GROWN 


You might call it “employee relations", this training plan of the 
Moore-Handley Co., Birmingham . . . It has the firm's youngsters 
on their toes, alive to their jobs, thinking about the job ahead... 
And this enthusiasm pays dividends, today and in years to come 


me .. 


1. Sales points of leading lines handled by the company are outlined in a 
weekly product “lecture” conducted for the students by men experienced in 


selling these lines 


? 


the evening’s lecturer 


By JOHN J. WELCH, epitor 








2. S. J. Chastain, of the warehouse, and J. R. Farrell, claim department, 
intently inspect a paint brush to see for themselves the points brought out by 


GRANTED that the success of any 
business hinges on the ability of 
those who guide its course, it is 
surprising that the majority of 
firms in almost any field are man- 
ned by executives who, like Topsy, 
“Jes growed.” Everyone knows of 
firms which have flourished 
through several generations of 
management, then, because one 
day there was not the right man 
or men on hand to take the baton, 
finally began to decline toward 
failure. By its constant churning, 
business is ever in need of more 
and more men with ability—sales- 
men to handle important territor- 
ies, department managers to keep 
the organization rolling smoothly, 
in addition to top executives. Cap- 
able people are in demand if a firm 
is to be a clicking, smooth-running 
machine. Incompetents can bring 
chaos—quickly. 

It is indeed real luck when a 
youngster down in the ranks has 
the stuff in him to push himself 
ahead, to show his ability for tak- 
ing on increased responsibility. 
But business tries so hard to elim- 
inate the luck factor in its other 
phases, why doesn’t it do more to 
reduce uncertainty in the develop- 
ment of its own personnel? 

It was that kind of thinking 
which inspired the first training 
course for the youngsters at 
Moore-Handley Hardware Co., 
Birmingham, Ala. About a year 
ago the foresighted executives of 
this firm determined to see if the 
hit-or-miss element couldn’t be re- 
moved from the process of de- 
veloping its younger workers. 

“We faced the fact,” says J. 
M. G. Parker, who, with H. W. 
Parrish, Jr., has acted as god-father 
to the plan, “that it is as much the 
responsibility of the company as it 
is of the boy to see that he de- 
velops and learns about our busi- 
ness. For the company has every 
bit as much to gain as he has— 
and probably more.” 

The first class was hand-picked. 


AMERICAN INDUSTRY IS EVERYMAN'S BUSINESS 
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(So is the second, but by now the 
company knows a lot more about 
the kind of boys deserving admit- 
tance to the course.) Meetings are 
held twice each week in a well 
equipped “classroom” on one of 
the upper floors. On Tuesday eve- 
ning, for an hour, there is a pre- 
sentation of lines, given by some- 
one capable of explaining all the 
fundamental things employees 
ought to know about products 
handled by the firm—regardless 
of whether or not any individual 
will ever be called on to sell that 
particular product. On Thursday, 
various department managers in 
their turn tell about their depart- 
ments, how organized, to whom 
they sell, in fact, tell everything 
that every employee should know 
in order to get a picture of the 
business as a whole. 

The course is begun with an 
initial talk by Mr. Parrish, office 
manager. “Readin’, writin’, and 
rithmetic,” is his topic. The im- 
portance of the latter two accom- 
plishments to any young worker is 
obvious, but the former means a 
lot too, for, as Mr. Parrish points 
out, being well informed is defi- 
nitely an asset to anyone in busi- 
ness. Throughout the course the 
broad things and the specific 
things are intelligently blended to- 
gether. Eventually, the “students” 
get a good general picture of the 
Moore-Handley company, its cus- 
tomers, its policies and its mer- 
chandise. 

After each meeting, the boys 
(who, presumably, have been tak- 
ing notes) are asked to submit a 
paper to Profs. Parker and 
Parish, describing the evening’s 
proceedings. It is in these papers 
that the company gets its line on 
the capabilities of each individual 
in the class. It is easily deter- 
mined whether or not he is ob- 
servant, if he can think along a 
straight line, can absorb informa- 
tion, is serious about his job and 
has possibilities for advancement. 
“Needless to say,” says Mr. 
Parker, “we will do anything in 
our power to help a lad if we are 
convinced he has real stuff in 
him.” 

Attendance records of all meet- 

(Continued on page 90) 
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3. The products, aims, organisation, customers and operation of various 
departments are explained by actual department heads. Here Milton Brooks 
talks about the building materials division 





4. During a department talk, F. L. Griffin, billing department, and R. E. 
Walker, warehouse, take notes on the points made, for afterward they will 
write a paper outlining what they learned during the session 





~ 


“Professors” Parrish and Parker, who conduct the training course, give 
serious attention to the papers turned in, for it is in these that many an insight 
into a boy’s capabilities is turned up 


AMERICAN INDUSTRY IS EVERYMAN'S BUSINESS 
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SURVEY AND FORECAST 








Determining the First Quarter Factors 


Indications are that industry has 
now reached the zone in which the 
recovery movement is to find its 
first resting place. The current level 
is insufficient from the long-range 
viewpoint of employment and well 
being, but it does give satisfaction 
when compared with the situation 
six months ago or with the year- 
end predictions of one year ago. 
General industrial activity is 40 
per cent above its low of six 
months back and has regained 60 
per cent of its total loss since the 
1937 mid-summer peak. In the 
near future there may be several 
weeks or even two or three months 
of hesitation. A ,real pickup in 
orders, and with it a rally in basic 
commodity prices, is not now 
awaited until late in January. De- 
spite prospects that business will 
level out in the near future, there 
is a strong enough undercurrent 
working toward recovery to make 
any important decline in business 
most unlikely and to give excellent 
grounds for expecting another for- 
ward movement next spring. 


Steel: Undoubtedly there has been 
a slackening in the pace of the steel 
industry. This is not alarming be- 
cause it is probably a temporary 
affair. For some time new orders 
are believed to have been below 
the current rate of production and 
shipments. At some point between 
now and Spring it is anticipated 
that steel production will push 
upward again. The most probable 
consumption figure is probably 60 
per cent of capacity. Allowing 
production to run ten points ahead 
of consumption, the Spring peak 
would approximate 70 per cent of 
capacity. The main reliance in this 
estimate is the demand anticipated 
from the building industry. De- 
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mands from railroads will offer 
some encouragement. The point 
to stress at this time is that the 
present slackening is probably tem- 
porary and that an upsurge is 
likely in the Spring, taking the pro- 
duction level to a higher point then 
that reached in the fourth quarter 
of this year. Carnegie-Illinois 
Steel, on Jan. 1, gave the equivalent 
of a ten per cent increase to sala- 
ried employes by restoring the full- 
time work week of five and one- 
half days. Virtually all other sub- 
sidiaries of U. S. Steel, including 
the mining and manufacturing 
companies, also will restore their 
salaried workers to the five-and- 
one-half-day-week basis. 


Autos: Retail sales are up and in 
the middle of December produc- 
tion passed 100,000 cars per week 
for the first time since the summer 
of 1937. December auto assem- 
blies are estimated at 420,000 units 
and January car production prom- 
ises to be over 380,000 or about 
155,000 more than the same month 
in 1938. There is some concern 
over the failure of commercial 
cars and trucks to pick up in any 
volume, but there is ground to be- 
lieve that enough purchasing 
power will be exerted to hold up 
the business structure at present 
levels of activity until new in- 
fluences are brought to bear dur- 
ing the big seasonal period in 
April and May. 


Armaments: The War Depart- 
ment prepares to put aircraft 
plants on a 24-hour basis to build 
perhaps more units than previously 
reported. Shipbuilding yards are 
swinging rapidly into a program 
of naval construction work which 
will keep them fully occupied for 
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several years. Forty-seven ships 
are now under contract by the 
Maritime Commission and more 
will be ready in the Spring. Addi- 
tional educational orders and con- 
tracts are being let for munition 
supplies. Government influence is 
still felt in the machine tool market. 


Building: New construction financ- 
ing for the 50 weeks ($3,630,166,- 
000) is 68 per cent higher than 
the same period last year; con- 
struction volume ($2,732,421,000) 
is 14.2 per cent above last year. 
President Roosevelt has raised 
from $2,000,000,000 to $3,000,- 
000,000 the authorized outstanding 
total of mortgages that may be 
covered by FHA insurance. On 
Dec. 1, FHA operation was within 
$415,000,000 of the present au- 


thorized figure. 


Politics: The election supplied 
evidence that probably the politi- 
cal pendulum has begun to swing 
back to a more conservative posi- 
tion. As far as the first six months 
of 1939 are concerned, the main 
reliance of the Administration 
must be the pump-priming pro- 
gram, the peak of which is still 
expected in the Spring, at which 
time total construction contracts 
should be running 30 to 40 per cent 
above the first half of last year. 


PA's View: Sounder  supply- 
demand ratio is being effected 
throughout the country. Com- 


modity prices still lag. Universally 
low inventories may be the re- 
deeming feature of the first six 
months. Buying recommendations 
are conservative, but the industrial 
structure is sounder than a year 
ago due to lack of fluctuation and 
a continued upward movement. 











Horseback riding on the beach at Bermuda and 
Swimming in the ship’s pool on the Bremen 


CRUISE BOOKINGS PASS 500 


ALONG WITH THE sToRY of the Convention Cruise have 


New Year, the Lima Conference, 
business reports and other dis- 
patches that may affect only the 
world at large, comes the really 
big news that affects the mill sup- 
ply industry—bookings for the 


Triple 
passed the 500 mark! 

More than 500 men and women 
who will have the time of their 
lives from May 17 to 23 on board 
the Bremen are all signed up to 
attend the best convention ever 


planned. Trails from all over the 
country will converge on Pier 84, 
North River, New York, on May 
17. 
Word is coming in that many 
members and their wives plan to 
(Continued on page 94) 
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Mid-Ocean Club, where the 
Mill Supply Tournament will 
be played, is one of the 
world’s finest golf courses 








BY E. 





Above—Il' ood cabinet as- 
semblies go faster when an 
electric screwdriver puts 


fiie .e EF 
re the SCVCWS 


Right—Here's a drill get- 
ting into the hard-to-get-at 
places on an automobile 
radiator grille 
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GIVE “EM THE JUICE 


Portable electric tools are the answer 
to many a production or maintenance 
problem. Here are a few sales pointers 


J. TANGERMAN, TECHNICAL EDITOR 


Just Because portable electric 
tools are considered to be primar- 
ily metal-working tools, let’s start 
out by considering a few other uses 
which you may or may not have 
heard about. In chemical and drug 
plants, for example, a drill with 
paddles mounted in it’s chuck often 
does duty as a mixer;-the blower 
the beauty-parlor operator uses on 
your wife’s hair is used for clean- 
ing dust out of hard-to-get-at 
places like motor windings, for 
drying and for temporary ventila- 
tion; an electric hammer may be 
used for chipping out deposits in 
retorts, tanks, or mixers—or with a 
star drill for digging holes in con- 
crete, brick or stone; a grinder 
may carry a buffing or polishing 
brush to remove corrosion. 
Electric light and power plants, 
waterworks and gas works make 
extensive use of the whole series 
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of portable tools to take care of 
plant maintenance. Pipe brackets 
may be drilled in place, a grinder 
with a wire brush may remove 
paint or rust before repainting, a 
hammer may chip concrete or re- 
move heavy coatings, screw- 
drivers be used to assemble long 
ducts, the portable blower for 
cleaning out motor windings or 
switches, and so on. Big buildings 
need the whole series for the mul- 
titude of maintenance and con- 
struction jobs that are a part of 
everyday building operation. Con- 
struction crews, when power is 
convenient, also can use the whole 
series for everything from build- 
ing scaffolding or staging to as- 
sembling parts of the structure 
itself. 

These are merely examples, but 
all serve to prove, I think, that 
electric tools can be sold almost 
anywhere, providing only that 
two sales principles are remem- 
bered. The first is to suggest uses 
for the equipment—uses which 
may be obvious to you as a new- 
comer while never thought of by 
the man who has been doing the 
job in some given way for years. 
The second is to “sell ’em some- 
thing more,” namely to make sure 
that portable tools in sufficient 
quantity and sufficient variety are 
available to workmen, and that 
each is properly equipped with the 
necessary accessories. Thus, for 
example, a full set of drills ought 
to be available for a portable drill, 
and perhaps a reamer or two. The 
portable screwdriver should be 
equipped with several sizes of bits, 
the nut-runner with sockets up to 
the machine’s capacity. The porta- 
ble grinder should not only have 
wheels of each of several grains 



















Left—Put a star drill in the 
electric hammer and it drills 
holes in concrete, stone or 
brick, for fastenings, hold-down 
bolts, or what have you 


Below—An electric buffer pol 
ishes automobile-hood sections. 
A fiber brush is used inter 
changeably to take off pickling 
scale, rust, etc. 





and grades, but also some special- 
shape wheels (depending upon 
plant needs), a buffing wheel, a 
wire brush, and so on. A portable 
saw should be equipped with 
several blades, a sander with extra 
belts or disks of varying coarse- 
ness. 

It should be relatively easy to 
convince a master mechanic or 
plant engineer that a “pocket-size” 
drill should supplement his big, 
high-capacity drill to handle those 
distant little jobs that would mean 
a long, heavy haul and clumsy 
handling at the end of it. Or that 
a little, high-speed hand grinder 
should supplement his big porta- 
ble grinder for the hard-to-get-at 
spots and to do the little jobs of 
hand milling or filing that often 
come up. 

All of these suggestions—multi- 
plied several times over—apply to 
the metal-working plant of any 
kind, and all of them also apply to 
the maintenance shops in any in- 
dustry, be it glass, rubber, con- 

(Continued on page 96) 





Left—This big 
nut-runner assem- 
bles automobile 
bearing caps far 
faster —and_ saves 
money both — for 
maker and for 
buyer. 
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SAN FRANCISCO SHOW PLACE 


The new home of G. W. Marwedel is a supply house you'd dream of . . . Beautifully tiled inside and 
out, large, airy, well laid out, utilizing modern features to display goods better and handle them 
faster . . . Here's the best we can do, in word and picture . . . But you ought to see! 


A visir to C. W. Marwedel’s 
new store at 1235 Mission St., 
San Francisco, is like a visit to 
an exposition, so unusually im- 
pressive are the building exterior 
and displays within. The building 
itself, three stories and basement, 
is finished with colored, ornamental 
tile, said to be one of the finest tile 
jobs in the country. It was built 
a few years ago as the home of a 
tile company. Marwedel’s found 
that, by making minor alterations, 
it could be adapted perfectly to 
their needs. 


Use Space to Advantage 


An adjoining parking lot ac- 
commodates nearly 100 cars (cus- 
tomers free). The garage proper 
is part of the building, big enough 
to house 24 cars. Adjoining the 
garage are rear entrances to metal 
department, store, shipping depart- 
ment and the shipping platform, 
which can handle six trucks at a 
time for loading and unloading 
directly on the main floor. 

A visitor using the main en- 
trance is impressed by the tiled 
floor, beautifully laid out in large 
sections of varying design and 
color. On each side of the main 
aisle, bays have been constructed, 
open at the front, walled on three 
. sides. The three walls are com- 
pletely sampled with merchandise 
comprising the major line featured 
within each bay. For the most 
part, each of these major lines in 
its individual bay is presided over 
by a specialist in that line. In front 
of each bay is a glass topped show- 
case with more samples of the 
line, also serving as an individual 
counter for the bay. Behind the 
bays are stock cases for merchan- 
dise to serve the main store. At 
the rear are steel cases containing 
store stock, with enclosed office 
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for telephone salesmen. Offices are 
located on the mezzanine, 

To the right of the entrance, 
ranged across the front, are power 
tools for wood and metal working. 
Beyond the bays, first for brushes 
and abrasives, for grinding and 
polishing wheels and materials, 
then for hand and electric tools 
and for small tools. At the left 
are departments for transmission 
equipment across the front, then 
materials handling, casters, etc., 
followed by general shelf hard- 
ware and cordage and, finally, a 
double bay for machinists’ tools, 
drills, files, and miscellaneous bolt, 
nut, screw and washer lines. 

In the basement metals depart- 
ment is a central aisle served by a 
small hand operated crane. At each 
side are diagonal racks, uniformly 
constructed of vertical 2 x 6’s on 
10-in. centers, with 3-in. rods run 
through holes and spaced appropri- 
ately to rack the various rods and 
tubes. Rods are racked at right 
angles to the aisle, while tubes go 
in diagonally. 


The second floor is given over 





to abrasive wheels and various 
classes of surplus stock (also con- 
tained on the third floor). On both 
of these floors is space for con- 
siderable future expansion. The 
second floor also contains a large 
auditorium for sales meetings and 
other company gatherings. The 
whole rear wall of the auditorium 
is made of removable panels back 
of which is a large, well-lighted 
room for catalog compilation work. 

C. W. Marwedel, owner of the 
firm (one of San Francisco’s old- 
est) is the son of the founder. H. 
D. Heitmuller is manager. It ranks 
today as one of the largest supply 
houses on the Coast, handling an 
especially large and varied line of 
tools. Other officials important in 
the operation are Ferd. Marwedel, 
manager of the Oakland store, 
Arthur Marwedel, assistant man- 
ager, who has charge of catalog 
compilation, T. A. Worden, assist- 
ant to Mr. Heitmuller, and Fred 
3ody, sales manager. C. W. Mar- 
wedel extends a cordial invitation 
to Mitt Suppties’ readers to 
visit the new store, and the Oak- 
land store, while attending the 
Golden Gate International Exposi- 
tion in 1939. 





C. W. Marwedel, head of the company, with H. D. Heitmuller, manager, in 
the latter’s cheerful office on the mezzanine floor 


MILL SUPPLIES ® JANUARY 1939 








i 1!) feet LY 


- OE 
This beautiful exterior of the Marwedel home is said to Interior view, looking down main aisle of first floor. 
be one of the country’s finest tile jobs Note exquisite floor tiling and plentiful display space 


as 
Products are grouped by classes in three-walled bays, with A larger space is given over to the transmission depart- 
glass-topped counter a separation at the front ment, with products visible in open display 


Electric tools also get a play in the window. Experts on I'ypical stock bay back of main floor display bays. Wood 
the lines are on hand to serve customers drawers contain bearings, bushings, etc. 


Main aisle in basement metals department, counter in The shipping department on main floor has steel counters 
foreground, loading platform seen in rear and is well-lighted and roomy 
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AT THE N. Y. 
POWER SHOW 





Electric sander in the expert hands 

of Ed Ristau (Skilsaw) 
DRAMATICALLY DISPLAYED and os 
demonstrated were the latest de- 





velopments in machines, tools and 
equipment for the power field for 
the week of Dec. 5-10 at Grand 
Central Palace, New York City. 
\mong the 42,000 visitors who 
came to see the 280 exhibits were 
many representatives of distribu- 
tor organizations, many who came 
from districts far from New York. 
High interest in most of the 





products on display was registered 
by the industrial buyers and plant H. E. Tautz (President, Delta Mfg. Charley Chamberlain and Alfred 
men who attended Co.) stages a demonstration Yardley (both of Jenkins Bros.) 





Jack Perkins (J. H. Williams) wins Ray Horner (Black & Decker) does Al York (Watson-Stillman) drops in 
the serious attention of a visitor a sales job on an electric hammer to see how things are going 





F. J. Campolong (SKF); Richard Laiten (Squier, Schil- Watching Walter Emrick work an Ettco Emrick tapper is 
ling & Skiff); Henry Burnette (Walker-Turner) George Borst (President, Franklin Hardware, N. Y.) 
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He 25. Is there any essential dit- 
. ference in blade plane ? 
26. Why? 
(Answers will be found on page 
100) 


oe 





Sam Supplier Has an 
, H of A Time 


"Twas a Saturday morning right 


: after Christmas and Sam Supplier 
we was holding down the fort alone, 
| | when “Jangle, Jangle” went the 


telephone. It was the Sherman 
Company, and the big “H” of 
their sign had just blown down. 


























Tid 
1. What is a “through” tap? 20. What are customary sledge- 
2. How many taps are there in hammer weights : 
a set lor a given size? 21. Is a maul just a grown-up t 
‘hat isa“ * tap? mallet ? wag . 
3. What is a “bottom” tap: . Did Sam have some stainless sheet 
4. How many flutes has the- 22. What is a common axe and that would do the job? Sam 
common nut tap? hammer handle material ? didn’t, except for a bunch of small 
- . ; : veces. e , S: 
5. Does a pipe tap customarily 23. Is anv form of axe also ee preg? then, presage —_ 
¢ : h make up ar rol » pieces 7 
have more or fewer flutes than a commonly used as a hammer ? tha, dae ve oo — 
sal ’ Here's the H and the pieces. 
nut tap? . ; ; se ; a 
f ws = 24. What is the essential differ- Could Sam do it ? 
6. What does “4-inch 16” mean ence in blade, position between axe (/f you don’t think so, look on 
on a tap? and adz? page 101) 


7. How are taps customarily 
driven ? 





8. What is a “fast-thread”’ tap? 

9. Is a tap just a_ hardened, 
threaded sheet bar, with flutes 
ground in? 

10. What is the “web” of a tap? 

11. Does “10-24” mean a 10- 
inch tap? 





12. In tapping steel by machine, f 
what lubricants are customarily 
used ? 
‘ : ope 
13. In hand-tapping cast iron, S 


what lubricants are used ? 





14. If the cast iron is “chilled” 
or similarly hardened, what lubri- 
cant is used? 





15. For tapping brass, what is 














the recommended lubricant ? id 
. , e nee ce wi fa 
16. What is the “shank” of a 4 LL 
- ieee 
tap? 

















17. How do a ball-pein and a 
cross-pein hammer differ ? 






rE 
; : Bi 
18. What is a soft-faced ham £ - 
mer ? a ‘ha 4 ‘. , 


¢ , > e e . ster % 
19. How does a mallet differ “Anyone catching me kissing my secretary in the future need not 
from a soft-faced hammer ? ask for a raise. We were just married!" 





MILL SUPPLIES © JANUARY 1939 29 


UMI 





OLDEST IN THE U. S. 
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The original ledger, tattered at the edges but still legible and 
sturdy, opened at two pages described in accompanying text 


This country's first hardware store and supply house, Steinman 
Hardware in Lancaster, Pa., has copious interesting records to 
prove its antiquity and shed light on those early days of ours 


LOOKING AT ITS TRIM, modern 
building respectably holding its 
own on one of the principal streets 
of Lancaster, Pa., you wouldn't 
suspect the Steinman Hardware Co. 
of being steeped in anything but 
up-to-date principles of merchan- 
dising. Would scarcely dream, in 
fact, that here is the oldest hard- 
ware and industrial supply house in 
the whole United States. But there 
they stand, 194 years old, proudly 
born long before the Revolution, 
‘way back in 1744, and continuing 
in the same line ever since. 
Understand, however, that tradi- 
tion is not the chief stock-in-trade 
of the Steinman firm. They are 
proud of their antiquity as anyone 
would be, but ever alert to chang- 


You'd be proud, too! Here are Sam- 
uel B. Smith, secretary, Scott Baker, 
treasurer and A. Z. Moore, president 
of the Steinman company, browsing 
through ancient pages of the firm’s 
first account book 


MILL SUPPLIES @© JANUARY 1939 


ing times. Today their service is 
fully respected by the district’s 
industrial buyers. Within the store 
there is bustle and activity aplenty. 
jut . . . a visitor can encounter 
A. Z. Moore, president, or Scott 
W. Baker, treasurer, or Samuel B. 
Smith, secretary, on their busiest 
of busy mornings, and win undi- 
vided attention by making inquiry 
about the records of the company 
which date back to its year of birth. 
We know from experience, because 
they could scarcely have been much 
busier than on the day when the 
Mitt Suppvies editor came around 
to ask questions. 

Hugely interesting evidences of 
the firm’s bygone days are to be 
found in places of honor on the 
walls. There is the receipt bearing 
the signature of George Ross, 
whose name will also be found at 
the bottom of the Declaration of 
Independence. There is also a re- 
ceipt for a shipment of iron camp 
kettles sold to Washington’s army 
for Winter use at Valley Forge. 
Sut the prize exhibit in the entire 
collection is the still legible ledger 
which records actual accounts car- 
ried on the books from 1744 and 
onward for about 30 years. You 
may need to take some time to 
study this volume, and you may 
need an interpreter, but whatever 
effort put in on it is worthwhile. 

Illustrated is a two-page spread 
photographed from this fascinating 
volume. The neat handwriting is 
the product of the original owner’s 
wife. Some of the entries are in 
German, some in English. Perusal 
will reveal oddities in the way of 
doing business in those times, and 
some surprising insights into what 
went over the counter as merchan- 
dise and what came back in pay- 
ment. In the account of Anthony 
Barnhart, for example, is a “nip 
of Shangaree’”—ninepence, and a 
wine sling, sixpence. Shangaree, 
evidently, was a home-developed 
liquor concoction, but able histort- 
ans have been unable to determine 
exactly what went into its making, 
so it is concluded that the drink 
must have been a “private brand.” 

The account of John Killhover 
is equally interesting for its revela- 
tion of the kind of work done— 
“to laying a sheere behinde & be- 


(Continued on page 88) 





SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing 


in this 


department have been reduced to their 
elemental facts through digesting. 


Where the 


reader’s interest is particularly great, we recom- 
mend that the article be sought out and read in 
detail in the paper where it originally appeared 


Curing a Pump 
Of Suction Trouble 


A centrifugal pump used for clear- 
ing yard sumps losts its suction fre- 
quently. The installation was typical 
of many with a 4-in. suction pipe 
reduced to 3-in. flange diameter by 
means of a reducing nipple, as shown 
in the illustration. 

After being primed the pump 
would operate from 1 to 10 minutes 
and then fail, with disastrous results 


to the packing and pump shaft unless 
promptly shut down. 

It was finally determined that air 
or gas was collecting in the suction 
line, some remaining there after ap- 
parently full liquid flow was estab- 
lished to the pump. Then, sufficient 
air would carry over into the pump 
to air-lock it, and suction lift would 
do the rest. 

Intake and discharge lines were 
cast solidly in the pump-house con- 
crete walls, preventing any change 
in pipe position without excessive 
cost. To avoid this, the pump and 
motor base were elevated 9 in. off 
their original foundation so that re- 
ducing nipples could be turned to a 
vertical position instead of horizon- 
tal. In this position there was no 
place in the suction line that per- 
mitted air and gas to separate from 
the water and subsequently air bind- 
ing the pump. This change corrected 


the trouble—By M. T. Pate in 
November tissue of Power. 


Don't Let Salesmen Fizzle Out 


It ought not to happen, but it does 
“wife trouble’ and “other woman 
trouble” are a salesman’s private at- 
fairs—until they knock holes in his 
record as a producer. Then they 
have to be smoothed out by the sales- 
manager. The latter may not relish 
being Father confessor to men who 
are old enough to manage their per- 
sonal relations. But when home mat- 
ters enter the office to the detriment 
of business, then the sales manager 
must act. 

Reliable salesmen can be _ trans- 
formed into bad or non-producers by 
innumerable personal _ influences, 
ranging from infected tonsils to a 
nagging mother-in-law. When a 
previously steady worker hits the 
skids, for no apparent reason, it is 
a salesmanager’s duty to investigate 
his home life. 

The man is the first consideration 
—perhaps he will be able to solve his 
difficulty and thereby mend the cause 
of his slump. There is the viewpoint 
of the house, too. Breaking in is 
costly on more than one count, and 
toleration of a temporary lapse or 
even a long unproductive period may 
be better management judgment— 
Sales Management, October 1, 1938. 


There's a String to 
This Drilling Operation 


On large drilling operations it is 
common practice at this plant to 
equip machines with compressed air 
which blows on the working surface 
and keeps it clear. The chip nuisance 
may, however, be quite serious on a 
job where a hand tool is used. 

We take care of this problem by 
means so simple that one wonders 
why it is not in universal use. For 
example, on one operation it is neces- 
sary to drill a large number of small 
holes for bridge pins. A portable 
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electric drill is the best tool for this 
job. But the drill shavings accumu- 
lating on the board would quickly 
cover the fine guide marks. A piece 
of string is therefore tied high up on 
the drill shank. It spins like a tiny 
two-blade propeller and creates an 
air stream which blows off the wood 


particles. It is no longer than the 
head of the tool, perhaps half an 
inch, so cannot get into any trouble. 
Nor can it cause injury as a metal 
blade could.—from Baldwin Piano 
Co in Factory, December, 1938. 


How to Remember 
Names and Faces 


What is the most persuasive word 
in the whole dictionary of selling? 
Price? Quality? Service? 

No. It’s the name of your prospect, 
accurately remembered and correctly 
pronounced. A prospect is interested 
usually when the salesman calls him 
by name. The man who can recall 
the names of the men he meets from 
day to day will always have an edge 
over the one who can’t. 

A new type of business film is on 
the market designed to train sales- 
men of a company to remember 
names and faces. Here are five point- 
ers from the film in which Robert 
H. Nutt, memory expert, shows how 
it can be done: 

1. Make the name mean money in 

your mind. 

2. Treat it like a telephone number. 

3. Make it paint a picture. 

4. Hook it with more than one 

hook. 

5. Drive it in with repetition. 

—from Forbes, December, 1, 1938 
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100 = Average Monthly Sales, 1923-1925 








SUPPLY SALES 


Continuing its consistent rise, the Sales Indicator which 
topped October high hit 96 for the month of November. 
Orders per day jumped two points to 97, a new high for 
the year. Western and Middle Western states registered 
strong gains while the South and Pacific territories fell 
off slightly. Dollar value of the average order dropped 
back to rest on the $15 mark. 


DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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SOUTHERN STATES 














MIDDLE WESTERN STATES 








WESTERN STATES 








PACIFIC COAST STATES 
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Brushes & duplicate Osborn 


made to uniforr 
mly |} 
quality and performance Y high standards of 


Osborn 
and the Osborn Distributor in ye 
your 


locali o 
" ality are Prepared to help you 


| Select the 
maintenance and produc. 
about it! 


right brushes to meet p 


tion brush needs. Ask 


“°SBORN’ 





@ A “Brush Conscious” Salesman takes time to 
help his customers get the best results from 
Osborn Brushes. It may take a little longer to 
select the right brush for the job. But when the 
right brush is determined, the wise customer 
sticks to that brush on repeat orders. 


A typical example of the good work of a“Brush 
Conscious” Salesman is the subject of the Osborn 
advertisement reproduced in miniature above. 
This advertisement will reach many thousands 


OSBORN 


INDUSTRY’S GUIDE TO THE 
RIGHT BRUSH FOR THE JOB 








—l 


of brush users in the January issues of leading 
industrial publications. 


Osborn Brushes are not only helping industrial 
users to get jobs done faster and at less cost— 
Osborn Brushes are bringing good repeat busi- 
ness to “Brush Conscious” Distributors and 
their Salesmen. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 


Sales Offices: New York e« Detroit «¢ Chicago ¢ San Francisco 
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TEN YEARS AGO IN MILL SUPPLIES 





_ OF HIS FIRMS GROWTH FROM A RIVER 
BOAT SUPPLY HOUSE IN 1824 TOA DISTRIBUTOR OF 
MILL AND MINE SUPPLIES , CORDAGE AND BELTING IN 1929, 
WERE TOLD BY CURTIS S. BERRY OWNER AND MANA- 
GEROF THE CHARLES H.BERRY SUPPLY COMPANY, 
| Son oF a WEST VIRGINIA., AND A GREAT GRAND- 
SON OF THE FOUNDER, 
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-\S F. WOODBURY TOLD HOW IN SIX YEARS TIME WOODBURY 
=Z AND WHEELER COMPANY, PORTLAND, OREGON, HAD ACHIEV- 
ED SUCCESS BY CONCENTRATING ON QUALITY LINES, CO- 
, OPERATING WITH MANUFACTURERS REPRESEN- 
OW TO MARKET SAFETY EQUIPMENT WAS THE \ TATIVES, WATCHING CREDITS, AND SELLING 
SUBJECT OF AN INTERESTING ARTICLE BY ACCORDING TO A PLAN. MR.WOODBURY'S 
HUGH H. HIRSHON, PRESIDENT, W.S.WILSON a. Coerany IS NOW WOODBURY 
CORPORATION, NEW YORK. 


-WEWS ITEMS: —-_—- 


N THE ANNUAL JANUARY REVIEW OF BUSINESS, A MAJORITY OF DISTRIBUTORS AND. MANU- 
FACTURERS CONTRIBUTING REPORTED 1928 AS A GENERALLY SATISFACTORY YEAR 
AND EXPRESSED THEMSELVES OPTIMISTICALLY REGARDING THE OUTLOOK FOR 1929.. 


Z 


OCARE FOR INCREASED BUSINESS, THE DIRECTORS OF THE BLACK AND DECKER 
MANUFACTURING COMPANY, TOWSON, MARYLAND, AUTHORIZED THE COMPANY 
OFFICERS TO AT ONCE START ERECTION OFANEW FIREPROOF FACTORY, 
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Keer wean WA OF 
ONAL PIPE AND N 

SUPPLIES ASSOCIATION, WAS EN- THE DEATH OF WLRODGERS, PRES 
GAGED AS SECRETARY OF THE IDENT, THE PITTSBURGH GAGE AND 
AMERICAN SUPPLY AND MACH- SUPPLY CO.,AND 4thPRES. OF THE 
INERY MANUFACTURERS NATIONAL SUPPLY AND MACHINERY 
ASSOCIATION. ‘DISTRIBUTORS ASSOCIATION. 
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. THE FIRST TECHNICIAN IN RUBBER 
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* Notwithstanding all the difficulties he encoun- 
tered, he went on. If there was reproach, he bore 
it. If poverty, he suffered under it. But he went 
on, and people then saw, when his invention 
was completed, that what they had been treating 
with ridicule, was sublime; that what they had 
made the subject of reproach, was the exercise 
of great inventive genius; that what they had 
laughed at, the perseverance of a man of talent 
with great perceptive faculties, with indomitable 
perseverance and intellect, had brought out as 
much to their astonishment, as if another sun 
had risen in the hemisphere above... 


“T believe that the man who sits at this table, 
Charles Goodyear, is to go down to posterity in 
the history of the arts in this country, in that 
great class of inventors, at the head of which 
stands Robert Fulton... in which class stand 
the names of Whitney, and of Morris, and in 
which class will stand ‘non post longo intervallo’ 


the humble name of Charles Goodyear.” 


From the address of DANIEL WEBSTER 
before the U. S. Circuit Court, District of 
New Jersey, in 1852. 








ee 


E DISCOVERED the process of vulcamzation that gave us rubber as we 
know it today. 


He was first to concerve rubber’s wide application in meeting industry’s. many 


problems. 


He built the first practical rubber belting and demonstrated its efficiency over other kinds. 


He fashioned from rubber the first successful hose for handling air, steam, oil, acids 


and other solvents. 


He shaped the first enduring rubber molded goods; contrived from rubber the first 
dependable packing for steam engines. 


In all he either manufactured, patented or envisioned more than one thousand differ- 
ent applications of rubber before his death 79 years ago. 


His name was Charles Goodyear. He was the first technician in rubber. 
o a o 


@ This year marks the One Hundredth 
Anniversary of Charles Goodyear’s dis- 
covery of vulcanization. In recognition 
not alone of his great contribution to the 
world but also of the self-sacrifice, the 
faith and courage of the man, this trib- 
ute is published by an enterprise founded 
long after his death — a business that, in- 


spired by his example, seeks by service- 
ability to deserve his name. Dedicated to 
that service today is the G.T.M.—Good- 
year Technical Man—who in countless 
new industries of which CharlesGoodyear 
never dreamed carries on his work of 
multiplying rubber’s usefulness through 
specialized application to industrial needs. 


THE GOODYEAR TIRE & RUBBER COMPANY 
AKRON, OHIO 
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NEWS 


Perth Amboy Hardware Co. 
Announces Industrial Show 


An industrial exhibit scheduled for 
February 15-18 has been announced 
by Perth Amboy Hardware Co. Ar- 
rangements have been completed with 
manufacturers for exhibits and dem- 
onstrations, all of which will take 
place in the company’s building. 

Promotional work is now well 
under way to draw a large audience 
during the four-day run of the show. 


San Francisco Distributors 
Join Employers’ Council 


Among the San Francisco indus- 
trial and business groups that will 
operate as a unit in collective bar- 
gaining is the Association of San 
Francisco Distributors. 

This newly organized employers’ 
council brings to a climax months of 
research and conference carried on 
under the capable direction of Roger 
D. Lapham, chairman of the organi- 
zation committee. 

The employers’ group will be 
headed by Almon E. Roth, recently 
resigned president of the Waterfront 
Employers Association. 


Section of the main floor at C. W. Mar- 
wedel, San Francisco, shows how the space 
on both sides of a center aisle is divided 
into bays by shelving. This company will 
have its own exhibit building at the Gol- 
den Gate Exposition 


O. C. Hansen (Charles H. Besley & Co., 
Chicago) wins $25 award for helping lo- 
cate the oldest Stanley Unishear still in use 


The organization is said to be the 
first of its kind in America, as it 
bands employers together and admits 
both groups and individual employers 
and in addition sets itself up in the 
interests of employers without a 
camouflaged “community good will 
spirit.” 


P.T.C. of Chicago 
Goes to School 


The Power Transmission Club of 
Chicago recently engaged Dean 
Rogers, acting director of Lewis In- 
stitute to conduct an engineering 
class on power transmission, which is 
held once a month. 

The subject matter for this class 
is a series of 21 lessons covering all 
phases of power transmission from 
the source of power to the equipping 
of entire plants. After each class 
there is a dinner at the Machinery 
Club of Chicago and a plant visit, 
moving picture or a speaker. 


Colonial Supply Issues 
Folder on Lincoln 


Commemorating the 75th anni- 
versary of Lincoln's Gettysburg ad- 
dress, Colonial Supply Co., Pitts- 
burgh, distributed to their many 
friends and customers a folder con- 
taining a facsimile of the Gettys- 
burg Address, one of Loncoln’s most 
famous letters and some of his more 
important statements. 


B. B. Maston, manager, Pacific Mill & Mine Supply, Fresno, Cal., believes that stock 
neatly kept and well displayed is half sold 
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W. Gibson Carey, Jr., president, Yale & 
Towne, presents a gold watch to Henry 
Scofield for his 67 years of service. The 
company celebrated its 70th anniversary 
with an open house in Stamford, Conn., 
December 16, 17 








WHY DO AMERICAN PLUS screws cost 


—answered in 
fall in ; 


LESS THAN stottep SCREWS ? 


advertisements, like the one below, running hi 
g industrial magazines .. . designed to |} Ip wr 
Ni key on for you in American P] US Sane 
react See better results come with Phillips Drivers 
crew Company and leading tool manufacturers), 


a series of 
make the most of the profit 
An ordinary driver can be u 
(available from 


~ DOES WHAT YOU PAY FOR SCREWS 


What you pay for conventional What you pay for Am 





slotted head screws 


PLUS Screws with the patented 
Phillips Recessed Head 





Screws dropped, spoiled — more 
needed 


¥Y¥¥ Crs: assembly — fewer screws 
¥ ¥ ¥ if Feded 





Slow, cautious driving keeps pro- 


duction rate low 


Power driving safe — driver can't 


slip from recess — time saved 








Hard work wears out operators, 


cuts production and quality 





Easy driving keeps operators fresh 
and strong — releases hands for 
other work 





Extra operations take time, add 


to cost 


No pilot holes needed, no burrs 


to remove, costs reduced 





P , we vy Scarred work, crooked screws. 


] 1 
PAG) PAG. loose assembly 


No accidents, no crooked screws, 


no rejects 





THE REAL COST OF SLOTTED SCREWS 
1S THE SUM OF PRICE, QUANTITY, HOURS, 
LABOR, WASTE, SPOILAGE 


THE REAL COST OF AMERICAN PLUS 
SCREWS IS INITIAL COST MINUS HUGE 
SAVINGS IN PRODUCTION AND QUALITY 


GENUINE PHILLIPS RECESSED HEAD 


The angles of the tapered recess were carefully 
worked out by American Screw Company engineers 
to utilize the driver's maximum turning power. 
American PLUS Screws are cold forged to toler- 


"It oS pale 

More money than 

pee 
troublesome job? 


screws for snr piece’ head 


‘Our cnet done rimane 


Main Office 
PROVIDENCE 


S C A * W S Branch Offices 
aH) CHICAGO—DETROIT 
yy i 
y/ recessed head Pacific Coast 
Other Domestic and Foreign Patents Allowed OSGOOD & HOWELL 


and Pending READING SCREW Cco., 
Morristown, Pa, 


(Division American Screw Co.) 























DL 
U. &, Patents on Products and Methods Nos J 
2,046,343; 2,046,837; 2,046,839; 2,046,840; Ps - 
2,062,086; 2,084,078; 2,084,079; 2,090,338 ~ 


1920 av awd © 


AMERICAN SCREW COMPANY 


MACHINE SCREWS 


Copyright 1938 by 


WOOD SCREWS 


SHEET METAL S § 
CREWS STOVE BOLTS ANDA COMPLETE LINE OF ALLIED FASTENING DEVICES 
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join US In Our greatest 
> 2 rofit enterprise 


C em see HEWITT sponsor- list of powerful magazines... smashing advertise- 


eat sales and advertising ments in color—will penetrate deeply into the 


ie 


drives. There Bejplenty of “cake”—substan- plants in your territory. The men you call on to 
tial profit op ie ies—for every distributor who sell hose and belt will be the targets of a steady 


ng to make this a great profit volley of convincing HEWITT advertising. They will 
distributors ... intensive cam- be pre-sold on HEWITT, for you. Profit from our 


drive. Feature HEWITT industrial rubber goods. 


T 859 For 80 years, HEWITT Brands have been recognized as outstanding } 939 
examples of advanced research and exceptional craftsmanship. 


HEWITT 


RUBBER CORPORATION, BUFFALO, N. Y. 


HOSE e CONVEYOR AND TRANSMISSION BELTS @© PACKING 
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by thenderd- Meeting Held 
tandard-Shannon Supply 


Meeting at the Benjamin Franklin 
Hotel, the entire sales force and 
executives of Standard - Shannon 
Supply Co., Philadelphia, listened to 
W. W. French, advertising manager 
of Dodge Mfg. Co., discuss the 1939 
sales campaign titled, “Pointed for 
Profit.” 

“Clem” Sollenberger, also of 
Dodge showed several interesting 
movies of the Dodge plant and the 
application of Dodge transmission 
products in various industries. 

“It was indeed an interesting meet- 
ing, says Vance C. Boyd, vice-presi- 
dent of Standard Shannon,” and the 
advertising literature for distribution 
to the trade should unquestionably 
accomplish our objective in increased 
sales and profits. “We find that most 
of our manufacturers are becoming 
alert to the fact that our salesmen 


Henry Walke Co., Norfolk, Va., aroused unusual interest in woodworking tools with this are their representatives. 


working demonstration in their showroom. The exhibit ran three days—December 8-10 


VERE PIERS UD. Ine. | Ahad 


4 
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Dehler Brothers Co., Louisville, won first prize for the most Booth of the William T. Johnson Co. at the Cincinnati Purchas- 
attractive booth at the recent Instruct-A-Show held in that city ing Agent's Show held in November at the Netherlands Plaza 


New Man for Belt-Rope 


Paul Dillingham recently joined the 
sales staff of Belt-Rope Supply Co., 
1132 W. Genesee St., Syracuse, N. Y. 
Mr. Dillingham has been active in 
industrial supply circles for eleven 
years. He was graduated from 
Dartmouth College in 1927. 


Snyder Joins Milburn Co. 


Announcement has been made by 
the Alexander Milburn Co., Balti- 
more, Md., of the appointment of 
Frank P. Snyder as sales representa- 
tive for the company in Detroit. Mr. 
Snyder was formerly a sales engineer 
for‘fhe DeVilbiss Co., and has wide 
expefience in the design, sales and 

The Chicago branch of Alexander Brothers, Philadelphia, helped celebrate the company's installation of spray finishing equip- 
7ist anniversary by exhibiting at the Chicago Purchasing Agent's Show, Nov. 16, 17 ment. 
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TIE to the “GREENFIELD” LINE 
in 1939 


Why do more distributors handle “Greenfield” tools than all competi- 
tive lines combined? 


Because only “Greenfield” gives all these aids to building larger and 


more profitable tool business. 


You are in business for profit. Ask the “Greenfield” representative 
about the special 1939 plans to make the line more profitable to you. 


i TA : 
SO DIES: DRILLS 
& SCREW PLATES 

PIPE TOOLS 
a 
) 


GREENFIELD TAP & DIE CORPORATION 


Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort Street 


Warehouses in New York, Chicago, Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die Corp of Canada, Ltd., Galt, Ont. 


Taps—Dies—Twist Drille—Screw Plates—Reamers— 
Gages—Screw Extractors—Pipe Tools 
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IMOND 


RED END HAck sAws 








Brilliant Red Trade-mark identifies three 
grades of highest quality Hack Saw Blades 
HIGH SPEED STEEL SPECIAL ALLOY STEEL 
TUNGSTEN STEEL 


made for both hand and 
power machine use to cut any 
kind of metal economically. 


SOLD BY SELECTED 
SUPPLY DEALERS 


Look for the Red End 





SIMONDS SAW AND STEEL CO 
ESTABLISHED 1932 - FITCHBURG: MASS 
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E. M. Holfelner was elected vice-presi- 

dent of the Ohlen-Bishop Co., Columbus, 

Ohio at the annual stockholders meeting. 

Mr. Holfelner has been general manager 

of the firm for 14 years and will continue 
in that capacity 


Silliter-Holden Entertain 
Torrington Foremen's Club 


A recent meeting of the Torring- 
ton, (Conn.) Foremen’s Club featured 
an interesting program arranged 
partly by Silliter-Holden Inc., of 
Hartford. Keystone Lubricating Co., 
showed a talking slide film on oils 
and greases, their manufacture and 
application. 

Silliter-Holden men who attended 
the meeting presented useful data 
regarding the firm’s products and dis- 
tributed souvenirs to all attending. 

An enjoyable talk on the history 
and development of the Torrington 
Mfg. Co. was given by Henry G. 
Ellis. 


Goulds Pumps In 
90th Year of Service 


In a recent issue of its dealer 
house organ, Goulds Pumps Inc., 
Seneca Falls, N. Y., tell the story 
of its growth since 1848 and the 
organization as it exists today. 

The Gould company can proudly 
boast of having survived four wars, 
five panics, eight depressions and 
nine boom periods in its long years 
of producing pumps. 

On the first page of its house 
organ, Norman J. Gould, president 
of the firm has written a warming 
message to the many friends of the 
company. “As our _ organization 
enters its 90th year,” he says, “I 
keep thinking of a remark my grand- 
father once made, ‘Any fool,’ he 
said, ‘can grow old, it’s how you 
grow old that counts.’ ” 











And, teaming up with the great 
Dayton Cog-Belt is Dayton’s 
powerful advertising and sales 
promotion. When your custom- 
ers read Dayton advertisements, 
when they receive Dayton’s mer- 


Wayton 
COG-BELT DRIVES 
HT) 
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chandising campaigns—that’s 
pulling power which means sales 
for Dayton distributors. 
Consistently and continuously, 
year after year, Dayton’s selling 
helps pull business. And for 1939 
Dayton has planned the most 
complete, most aggressive mer- 
chandising assistance in Dayton 
history. It will help Dayton dis- 
tributors secure a greater volume 


of power transmission business. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 
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FOR VERSATILE HOISTING 
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SHOWN ABOVE 


500 pound Comet 
$130 

OTHER CAPACITIES 

250 Ib. Comet . . $130 

750 tb. Comet . . $155 

1000 Ib. Comet . . $155 


If you think electric hoists are too expen- 
sive or cumbersome — then change your 
mind, right now! The new COMET changes 
old ideas—it's a light weight, heavy-duty hoist that your men can 
shoot about the plant to handle those numberless lifting jobs that 
take costly time and tire workers out... Here’s new speed, new 
portability, new handling versatility—all at a new low price level. 
From receiving to shipping department, the new COMET is a de- 
pendable short-cut to stepped-up efficiency. Literature on request. 


CHISHOLM-MOORE HOIST CORP. 


(Division of Columbus-McKinnon Chain Corp.) 
120 FREMONT AVENUE TONAWANDA, N. Y. 


: = 
omen! S 
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Hazard “Old Timers" 
Total 695 Service Years 


A substantial argument in the 
negative that men past 40 have small 
chance in industry has recently been 
provided by the Hazard Wire Rope 





Left to right in the back row: Philip 
Henry, 46 years of service; George 
Hoats, 67; Wally Schuler, 49; Pat 
O'Toole, 57. Front row: Pete Swin- 
burne, 56; Hugh Murray, 50; Tony 
Blaum, 49; Bill McCarthy, 45 


Division of the American Chain & 
Cable Co., Wilbes-Barre, Pa. 

This wire rope company comes 
forward with the statement that its 
payroll carries the names of 14 em- 
ployees, each with individual records 
of from 40 to 67 years of service, 
these men collectively representing a 
total of 695 years of continuous em- 
ployment with one organization. The 
accompanying illustration shows 
eight of the fourteen Hazard old- 
timers. 


Dehler Brothers Co. Takes 
First Prize at Louisville 


Sponsored by the Purchasing 
Agents’ Association of Louisville, 
Ky., the first Instruct-A-Show in 
that city drew large and interested 
audience during its three-day run. 

Dehler Brothers Co., Louisville 
distributor, won first prize for hav- 
ing the most attractive booth. On 
display in the booth were products of 
Miller Falls Co., Greenfield Tap & 
Die Corp., Macklin Co., Heller Bros. 
Co., Lufkin Rule Co., New Bedford 
Cordage Co., American Steel & Wire 
Co., Ames-Baldwin Wyoming Co., 
Holo Krome Screw Corp., and W. F. 
Robertson Steel & Iron Co. 


Spinning Glass Fabric 
To Be Feature of Fair 


A feature of the many attractions 
to be offered at the New York 
World’s Fair will be the actual spin- 
ning of glass into yarns and fabrics. 
The Glass Center will house the com- 


| bined exhibits of Corning Glass 


Works, Inc., Corning, N. Y.; Owens- 
Illinois Glass Co., Toledo, Ohio, and 
Pittsburgh Plate Glass Co., Pitts- 


| burgh, Pa. 

















EVERY TIME, ALL THE TIME 
These days buyers are more fussy than ever about the files they use. Files 


must last longer... stay sharp longer... cut faster, cleaner, better. Any 
file that can’t live up to such a standard won't stand a chance. 

That is why you can cash in on HELLER NuCuT Files. NUCUT is your 
customer’s best bet—and your best bet, too. Why? 
Because NUCUTso wins yourcustomer’s approval that he 
reorders NUCUT from you again and again. In that way 
you build a greater volume of file business—and win 
an even better reputation for stocking quality products. 

Write today for details on the HELLER NUCUT pro- 
tective sales policy for your territory. No obligation. 
HELLER BROTHERS COMPANY, NEWARK, N. J. 
Plants at Newark, N. J. 





Newcomerstown, Ohio 

















SELL 
islaalas 
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WHITE TANG 





HELLER NUCUT “WAVY TEETH” FILES 
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You Too ban 
Go To Town 
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With this New DELTA 
10” Tilting Arbor Saw 


In the past few months this new Delta 10” Tilting Arbor Saw has 
demonstrated that it sells easily and satisfies customers. The sales 
records have amazed us. Men in the field—and at headquarters— 
have been using this remarkable new Delta tool as a leader—as a 
means of building up their sales on the entire Delta line. 


If you handle the Delta tools, get the facts on this latest Delta unit 
at once. See the 1939 Delta Catalog for full details. And be sure 
to see the new 1939 Delta "Salesmen's Market Manual" for ways 
and means to cash in on the rapidly expanding market for Delta 


low-cost tools. 


DELTA 


Manufacturing Co. 


634 E. Vienna Ave. Milwaukee, Wis. 
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DELTA MFG. CO. 


634 E. Vienna Avenue, Milwaukee, Wis. 


Gentlemen: Send copy of Delta 1939 Market 
Manual to 


Address... 


ee = ... State 


= 
SSCS Seeeeeeee. 
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Edsall Succeeds Burnham 
With Allis-Chalmers 


The resignation of George A. 
Burnham as assistant manager of the 
electrical department, in charge of 
switchgear sales and engineering di- 
vision of the Condit Works of the 





W. S. EDSALL 


G. A, BURNHAM 


Allis-Chalmers Manufacturing Co., 
Baston, Mass., has been announced. 
Mr. Burnham will be succeeded by 
W. S. Edsall, sales manager. 

Mr. Burnham is being relieved of 
his duties at his own request, as he is 
anxious to devote more time to per- 
sonal matters and to travel. In the 
future he will be retained by Allis- 
Chalmers in a consulting capacity. 

In 1928 Mr. Edsall was appointed 
general sales manager of the Ameri- 
can Brown-Boveri Co., and also a 
director of Condit Electric Mfg. 
Corp. When Allis-Chalmers Mig. 
Co., purchased these companies in 
1931, Mr. Edsall continued his con- 
nection with them as manager of 
sales for the Condit Works and later 
for the switchgear division, with 
headquarters at Condit Works. 


Wise New General 
Manager for Buford 


Announcement has been made of 
the recent appointment of Ronald W. 
Wise as general manager of Buford 
Brothers, Inc., Nashville, Tenn. Mr. 
Wise was formerly sales manager for 
the Buford organization. 

Recent installation of a perpetual 
system of inventory control has 
made it possible for the company to 
keep tabs on their stock of 27,000 
different items carried in its ware- 
house. 

All salesmen have attained better 
than 100 per cent of their quotas for 
1938, R. W. Wise reports. “We 
feel,” he says, “that this is an indi- 
cation that salesmen can still do 
business under adverse conditions.” 


New Department for Triplex 
Triplex Screw Co., Cleveland, 


Ohio, has announced the addition of 
a rivet department. This new divi- 


| sion of the firm will manufacture 


round, cone, flat and countersunk 


| head rivets. 














DOING THE HARD JOBo 


“Blue Ends” for Silver Steel. “Yel- 
low” for Molybdenum. Frame shown 
is Atkins No. 10 Pistol Grip. 


Means Profit to the Jobber... 


@ The jobber’s job is to make a profit 
for himself as well as his custamer... and 
Atkins Hack Saw Blades are the way to do it. 
They sell and re-sell because it pays your 
customers to use them even on the hardest 
type of work. 


Cutting the new alloy steels in the many 
shapes called for today is a job which does 
not feaze Atkins Blue End Blades. Not only 
are they made of metallurgy’s finest saw steel 
but the teeth are strong, sharp and evenly set. 
They are used everyday in shops of all kinds 
to cut any metal any other hack saw will cut, 
and many metals other blades can scarcely 
scratch ...There is no premium charged for 
this extra performance because Atkins prices 
are in line—and on top of that these blades 
are consistently advertised throughout the 
metal cutting trades. 


E. C. ATKINS AND COMPANY, 420 South Illinois Street, Indianapolis, indiana 
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CERTIFIED SAWS, SAW TOOLS, 
MACHINE KNIVES, ETC 
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SKF 
DISTRIBUTOR 


If you’re an authorized SKF Distributor. 
you know that SKF makes the right 
transmission appliance and the right 
bearing for practically any type of ap- 
plication. 


You know that SKF helps you get more 
business through sound merchandising. 
specialized engineering, national and trade 
paper advertising. and other sales helps. 


You know that at the end of the month 
the profit on your ledger shows that the 
sales of &KF products stand out by 
themselves. 


If you're not an SKF Distributor, you're 
missing sales of a fast-moving line widely 
accepted in the industrial field. SKF 
Industries, Inc., Front St. & Erie Ave., 
Philadelphia, Pa. 4249 


oKF 





TRANSMISSION APPLIANCES 
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IF YOU'RE AN 








Here's B. H. Britton stepping out to in- 
spect the new concrete and steel ware- 
house nearing completion for Harry P. 
Leu Inc., Orlando, Fla. Mr. Britton re- 
cently joined the Leu organization and 
is in the price and quotation department 


125 Years of Service 
For H. P. Kinsey Co. 


H. P. Kinsey Co., Easton, Pa. has 
reason to be proud this year. For 
November 1938 marked the 125th 
anniversary of this well known sup- 
ply house. 

Founded in 1813 by James Black, 
the control passed in 1829 to his 
widow, Mary Black, and in 1843 to 
the son Daniel Black. In 1896, the 
name was changed to H. P. Kinsey 
Co., and in 1936 the firm incorpo- 
rated. T. F. Ford joined the com- 
pany in 1897 and in 1903 was named 
manager, the position he holds today. 


Allis-Chalmers Co. 
Opens Newark Branch 


A new branch office and warehouse 
of the Allis-Chalmers Mfg. Co., Mil- 
waukee, Wis., was established in 
Newark, N. J. on January 1. 

The new office will be a branch of 
and under the jurisdiction of the 
New York district office of the firm 
to provide additional service in the 
Newark area. Mr. C. A. Pihl had 
been appointed as branch office man- 


| ager. 


Manufacturer's Supply 
Opens New Branch 


A branch store at 202 East 8th 
St., Holland, Mich., has been opened 
by the Manufacturer’s Supply Co., 
Grand Rapids, Mich. Henry Idema 
II and P. L. Van Ess are in charge 
of this new branch. 

The Manufacturer’s Supply Co. 
were one of the exhibitors at the 
recent N.A.P.E. show held in Grand 
Rapids. 


French Locates in Erie 


Ralph M. French, assistant adver- 


| tising manager of Johnson Bronze 


Co., New Castle, Pa., has resigned 
his position. Mr. French is now 


| located in Erie, Pa. 
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TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE ST. - - - - CHICAGO STORE: 570 WEST RANDOLPH ST. 
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“CAPITAL 
RED CAP 
SALES 


Sleet, Snow and Mud mean profitable sales 
opportunities to distributors who sell "CAPITAL" 
RED CAPS. You can show your prospects and 
customers how to save large sums on snow 
removal. 


Railroads must keep switches and tracks open 

—industrial plants must keep loading platforms, 

stairways, yards, grounds and sidings clear— 

outdoor garages, schools, public buildings, fill- 
ing stations and construction crews need 
snow sweepers, and these are just a few 
of your prospects. 


You can boost your sales right now with 


"CAPITAL" RED CAPS. 


January weather conditions mean emergency 
buying for your customers and extra profits 
for you. Be ready with your stocks now. Let 
us help you. 


For half a century, mill supply distributors have 
been enjoying good returns selling the famous 
RED CAP line. Not only are our snow sweep- 
ing brooms attractive sales producers but the 
complete "CAPITAL" line makes available mar- 
ket in every type of plant for new and repeat 
business. 


Why not investigate today? 
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If you want some sound advice on deep 
sea diving and equipment look up this 
gentleman. He's P. O. "Perry" Burns, a 
veteran with A. Schrader's Sons, Brook- 
lyn, N. Y., and attends to inside office 
details on distributor activities 


Riechman-Crosby Co. 
Discusses Heating Problems 


A real sales promotion idea was 
successfully put over, which resulted 
in actual sales and many inquiries 
for the Riechman-Crosby Co., Mem- 
phis, Tenn., when the company 
arranged for F. H. Bigelow, Mem- 
phis office of the ILG Electric Ven- 
tilating Co. to address the National 
Association of Practical Refrigerat- 
ing Engineers, Tennessee Chapter 
No. 1, at their October meeting in 
Memphis. Mr. Bigelow spoke on 
“Heating and Ventilating Problems”, 
and discussed calculation of heat 
losses for determining sizes of unit 
heaters, also typical ventilation 
problems in industry. About 75 en- 
gineers heard Mr. Bigelow. 

Following the meeting, a buffet 
supper was served, with H. S. 
Wright, manager of the electrical 
department of Riechman-Crosby Co., 
as host. 


Worthington Appoints 


Worthington Pump and Machinery 
Corp., has appointed Walter B. 
Strong to the position of assistant 
general sales manager. Formerly 
manager of the corporation’s export 
division, in his new assignment Mr. 
Strong will continue general super- 
vision of Export sales, and will also 
be identified with certain phases of 
domestic sales work. George Gell- 
horn, Jr., will succeed Mr. Strong as 
manager of the Export Division. 


Celebrating 10th Anniversary 


Machine Tool & Supply Co., Tulsa, 
Okla., has announced that it is now 
celebrating its tenth year in business. 





WILLIAMS’ “SUPERIOR™ WRENCHES 


The answer to industry’s need for better wrenches at lower 
cost! Drop-forged from improved carbon steel, these sen- 
sational “Superior” Wrenches are approximately twice as 
strong as old-fashioned carbon steel wrenches, yet cost no 
more! 50 patterns—over 1,000 standard sizes. 


WILLIAMS’ "SUPERECTOR" WRENCHES 


Rugged, rapid, improved in design, The “Superector” is a 
heavy service ratchet wrench—instantly reversible—with 
such outstanding features as Quadruple Pawls and drop- 
forged handle for extra strength. These and other advan- 
tages assure a substantial demand for this powerful, fast- 
action tool, 5 sizes—24” to 53”. Both Hex and Square 
Sockets, with hole extending clear thru. Openings 1 to 
45%” turn nuts on any length of bolt. 


J. H. WILLIAMS &A CO. 
42 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and 

Alloy), Detachable Socket Wrenches, Reversible Ratchet 

Wrenches, Tool Holders, “C” Clamps, Lathe Dogs, Eye 

Bolts, Hoist Hooks, Thumb Nuts and Screws, Chain 
Pipe Tongs and Vises, etc. 
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LANTERNS 


Streamlined 
FOR THE TOUGHEST JOB 


OU, as well as your contractor 

customers must be sure that the 
night signals, particularly in the dark, 
vicious weather of January, February 
and March must fully warn and protect 
both vehicular and pedestrian traffic. 
There must be no failure. DIETZ 
LANTERNS, with genuine ruby globes, 
say "DANGER !! STOP !!' 


For nearly a century, DIETZ has pro- 
duced lanterns that can be trusted on 
the toughest assignments. 


HIGHEST QUALITY TORCHES — TOO 


WIZARD 


R E.DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 








DESIGNED TO CATCH YOUR EYE 


Fat 


By framing their displays, products handled by Cameron & Barkley, Tampa, Fla., 
present a neat and attractive appearance. These products are on display in the 
front office and showroom of the company and have excited much comment 


Barth New President 
Leather Belting Association 


At the annual meeting of the 
American Leather Belting Associa- 
tion held at the Hotel Roosevelt, 
New York City, Fred E. Barth of 
Graton & Knight Co., was elected 
president of the group. 

Other officers selected were: First 
vice-president, George L. Abbott, 
Alexander Brothers Inc.; Second 
vice-president, Major A. E. Carpen- 
ter, E. F. Houghton & Co.; Treas- 
urer, Arthur H. Rahmann, of George 
Rahmann & Co., and J. L. Nelson of 
the American Leather Belting Co., 
will serve as secretary for the year. 

The board of directors also selected 
at this meeting will include the 
above named officers and the follow- 
ing: Earnest Key, Atlanta Belting 
Co.; C. Carter Bond, Chas. Bond 
Co.; Preston deG. Baldwin, Baldwin 
selting & Leather Co.; Philip C. 
Brown, I. B. Williams & Sons; Ed- 
ward H. Ball, Chicago Belting Co., 
and G. Arthur Schieren of Charles 
A. Schieren Co. 


70th Anniversary Party 
Held by Yale & Towne 


Filling the state Armory at Stam- 
ford, Conn., to overflowing Decem- 
ber 16, Yale & Towne Mfg. Co.’s em- 
ployees and guests gathered together 
in celebration of its 70th year. Of 
the 1200 present over 500 of them 
had been working for Yale & Towne 
for over 25 years. 

The principal address of the even- 
ing was delivered by W. Gibson 
Carey, jr., president of this huge or- 
ganization which has five plants in 
the United States and factories in 
Canada and Europe. 

Seated on the platform with Mr. 
Carey were former Congressman 
Schyler Merritt, former chairman of 
the board of directors and a present 
member of the board; Charles E. 
Moore, mayor of Stamford; Robert 
Struthers, another director of the 
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company and various other officials 
of Yale & Towne, including works 
managers of various plants. 

Tribute was paid to the oldest and 
youngest employee of the firm. 
Henry S. Scofield, who has been with 
the company 67 years received a 
watch presented by Mr. Carey on be- 
half of Mr. Scofield’s associates. 

Attractive exhibits of the com- 
pany’s products lined each side of 
the armory and were thrown open to 
the general public December 17. An 
outstanding feature of the Stamford 
Divisions exhibit were historical dis- 
plays which carry the art of lock 
making from the days of the 
Pharaohs in Early Egypt down to 
the present day. The Philadelphia 
division exhibited chain hoists, elec- 
tric hoists and electrical industrial 
trucks. Other divisions of the com- 
pany had products on display as well. 


Nelson Co., Adopts 
Burks Line in Texas 


L. J. Bachle, president of N. O. 
Nelson Co., with headquarters in St. 
Louis, has announced the addition of 
the Burks line of pumps and water 
systems by six Nelson houses in 
Texas. 

Mr. Bachle stated that with the 
adoption of this line of pumps the 
Nelson company would give increas- 
ing attention to developing pump 
and water systems sales. 


Monarch Expands 


Monarch Machine Tool Company, 
of Sidney, Ohio, is modernizing and 
expanding its office building. A new 
two-story structure will replace the 
present Monarch offices and will add 
about 35,000 sq.ft. to the plant’s 
area. Arrangements have been made 
for a showroom where the complete 
Monarch line may be placed on dis- 
play. The plays also provide for a 
cafeteria, an auditorium and a trade 
school. 
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To Yale Distributors 
Every where 
‘Round the world 

le King - the new wire rope electric 
utors & multitude of sales opportunities: 


Mr. Distributor: 
Meet the Cab 
at brings to distrio 
It's the newest gadition to the Yal 
hat will sev it with sales. pnd we mean 
For the Cable King brings you an exclusive selling 
oist © + It's the only electric 
AIR noist that operates on 


+ no other hi 


hoist tb 
e line - 2 lusty 


infent t 


Thet’s the selling story that we'll be punching home 
to buyiné executives every where with the ysuel Yale parrage of smash- 
ing eavertisidé- Trade papers, catalogs» direct ma 
we'll use them ell. 
e will feature the fact thet 
yale aistributor ~ 
jbution- 


And every single 
the Yale Cable King can be pought only through & 
that now, 8° always, Lele hoists e8ré sola_solel +hrou distr 
is one exciusive sales argument that will be exclusively 
n the Cable Kineé- 


Air Cooling 
yours’ 


{leeee 


Be sure to get the complete story ° 
It's & sales stimuletor if there ever was one’ 
Very truly yours» 


THE YALE & TOWNE MFG. CO. 








IMPULSE 
STEAM TRAP 


F. Raniville Co., Grand Rapids, Mich., featured these electric grinders in their window 
in connection with a recent sales campaign of the Independent Pneumatic Tool Co. 


Easy accessibility of supplies and equipment is essential to good counter sales service. 

Here is a shot of the handy arrangements back of the counter at the Interstate 

Machinery & Supply Co., in Omaha, Neb. Displays such as worked out for these 
V-belts make an impression on the man who comes in to buy 


Engineering Exeel- 
lence Made Yarway 
the Trap Leader in 
Supply House Sales. 


YARNALL-WARING COMPANY 
Mermaid Place, Philadelphia This attractive window display was designed and executed by Stewart McLean of 


| Joseph C. Ryan & Sons, Yonkers, N. Y. This exhibit in Ryan's front window featured 
Se er | the new "Cable King" electric hoist recently introduced by Yale & Towne 
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oevers! 


61% Sales Increase 
for Lubriplate dealers 


in 1938! 


@ How did they do it? They usually ask only one 
question: “What’s the lubrication job in this plant 
that’s costing you money?” Why do they ask this 
question P 


All they want is a chance to put Lubriplate to the 
test ...a practical factory demonstration. They don’t 
have to “high pressure” a plant superintendent. They 
don’t have to depend entirely on persona! salesman- 
ship. They let Lubriplate go to work . . . demon- 
strate itself on your own equipment .. . free of 
charge. 





And Lubriplate: has yet to fail to cut down lubri- 
cating costs. Yet to fail in protecting expensive ma- 
chinery from wear and tear. It’s as easy as that to 
get a new user for Lubriplate. 


Proof ... facts you can see, savings you can add up 
... that’s what the proper Lubriplate lubricant dem- 
onstrates every time. 





Here's How it Works 





1 Every plant in your territory is a 

prospect for Lubriplate. We'll 
furnish you with case histories of 
similar plants that have proved 
Lubriplate savings. 





? You're off to a head start with 

Lubriplate advertising that has al- 
ready reached the man you want to 
talk to. 


3 We'll send an expert to work with 
your salesmen and show them how 
to make these free demonstrations. 


Write today . .. and get started 
on your share of the increasing 
business Lubriplate is produc- 
ing, year after year! Let 1939 be 
a profitable year for your lubri- 
cation business! 








FISKE BROTHERS REFINING CO., Newark, N. J. e Toledo, Ohio 
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SELL YOUR CUSTOMERS 
LOW COST PRODUCTION TAPPING 











Stress production tapping in your selling and you 
have a real opportunity to prove tap perform- 
ance. You can do this safely and conclusively 
when you sell Card Taps. It's on the basis of 
accuracy and production tapping that so many 
leading shops have standardized on Card. You 
can capitalize on the experience of discriminat- 
ing tap users when you sell Card Taps. 


Then, too, you can build your tap business on 
quality tools and lower cost per tapped hole. 


The Card line is complete—Carbon, High Speed 
Cut-thread, High Speed Commercial and Preci- 
sion Guard that will check to the limits to which 
they are made. Satisfactorily servicing all tap- 
ping requirements of your customers. 


Remember, too, that Card Taps are sold only 
through Distributors, under a completely pro- 
tective sales policy. 











S.W.CARD MFG. CO., Mansfield, Mass., U.S.A. 
Division of Union Twist Drill Co. 


STORES: New York: 61 Reade St., Chicago: |! South Clinton St., Detroit: 6540 Antoine St., 
San Francisco: 121 Second St., Los Angeles: 168 So. Central Ave., Seattle: 568 First Ave. South 


DEALER DISTRIBUTION SINCE 1874 
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Caterpillar Tractor Names 
Three New Officers 


Announcement has been made by 
the Caterpillar Tractor Co., Peoria, 
Ill, of the appointment of W. O. 
Bates as vice-president, Donald A. 
Robinson to general sales manager, 





DONALD A. ROBINSON 


and W. J. McBrian as head of the 
treasury department. 

Mr. Bates was formerly head of 
the patent department of the com- 
pany. Prior to that he was a di- 
rector of engineering and service 
with the Bates Machine & Tractor 
Co, 

Mr. Robinson joined the firm in 
1926 and came to the Peoria offices 


W. J. McBRIAN 


in 1930. He became assistant treas- 
urer in 1933 and in 1937 was elected 
treasurer. 

Mr. McBrian was graduated from 
the University of Indiana in 1921, 
and went to work with the Evans- 
ville, (Ind.) Journal. He left the 


























ly different 


CAST IRON 


BUSHINGS 


NOW MAKE POSSIBLE A BETTER 
SHEAVE AT THE SAME PRICE 


READ WHY/ 


Long Life . . . Strength 


Cast from Pyott’s semi-steel metal testing over 
40,000 pounds tensile strength. The bushing is as 
strong as the sheave itself. 


Reduced Maintenance . . . Durability 


The sheave is on until you take it off. This bush- 
ing cannot fail or wear out. It will not distort 
or burr. Can be disassembled and used over 
and over again. 


PYOTT BUSHING before assembly Time Saving min Simp licity 


PYOTT BUSHING in place, Sheave 
with Sheave 


The outside key is cast and machined integrally ready for installation 
with the bushing. The assembly is as simple as 

slipping a glove on the hand, two setscrews to 

tighten and the assembly is finished. 


More Dollar Value . . . Precision 


The accurate machining of this bushing and its 
close fit in the sheave gives a result so uniform, 
so balanced that the complete sheave appears 
and serves as though it were one piece. Weave 
and vibration are eliminated giving longer life 
to the belts and continued efficiency of the equip- 
ment on which the drive is used. 
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ONE TRIP 


BETTER PACKAGING 


Every Sales Tool 


ABR 


AP knows that service will help you 
get coated abrasive business—and help you hold 
it. That’s why AP backs you up with a positive 
guarantee of ACTION in 24 hours on every 
order, large or small. And special orders get 
action—guaranteed—in 48 hours. No waiting. 
No red tape. 


es “| 
ye 


ENGINEERING HELP 


When you own the profitable AP Franchise, 
all you do is sell. You don’t worry about when 
the order’s coming—we take care of that. You 
don’t get tangled up in “which abrasive to use 
where”—our engineers will lick that one for 
you; anywhere, anytime. You don’t apologize 
for the condition in which your orders are 
delivered, for “Masterpak,” exclusive with AP, 
brings them through clean, dry, without bent 
corners or torn edges—factory new! Get your 
coated abrasive selling out of the “‘order- 
taking” rut—write for details—now! Abrasive 


Products, Inc., South Braintree, Massachusetts. 


ASIVE 
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QUICK SERVICE 


\ 2 


You Need AT YOUR FINGERTIPS! 











Journal in 1923 and a year later 
joined Standard Oil Co., of Indiana. 
In 1928 he left Standard Oil to be- 
come domestic credit manager for 
Caterpillar Tractor Co. In 1930, he 
became manager of the order bureau, 
going from that position to foreign 
credit manager. Later he was trans- 
ferred back to the domestic credit 
division. 


Henry Walke Co. Holds 
Woodworking Exhibit 


By having products on view and 
demonstrating the unusual work pos- 
sible with woodworking tools, Henry 
Walke Co., Norfolk, Va., drew active 
prospects to its recent exhibit cover- 
ing woodworking tools of the Delta 
Mfg. Co. 

This show held Dec. 8, 9 and 10th 
under the supervision of E. L. Nor- 
man, sales manager and aided by 
James W. Tull of Delta served to 
arouse an increasing interest in 
woodworking equipment and is ex- 
pected to stimulate purchases in this 
line considerably. 

“To our way of thinking,” says 
Mr. Norman, “this demonstration 
was a huge success. “We feel that 
every person who came to see the 
tools on display was an active pros- 
pect, not merely some one curious 
with a lot of time to spend uselessly.” 


Alexander Brothers Issues 
Bulletin on Testing Laboratory 


A new bulletin intended primarily 
for distributors’ salesmen has been 
issued by Alexander Brothers, Inc., 
Philadelphia. In this folder is pic- 
tured the company’s modern labora- 
tory together with a description of its 
equipment and operation. 





This huge structure will be the new addi- 
tion to the warehouse of Rawlins Bros. 
Inc., Los Angeles, Cal. The mezzanine 
floor will warehouse a complete stock of 
bolts, rivets and the heavier type indus- 
trial supplies. « The other unit will house 
steel products handled by the firm 











Only one lubricant 
line is required - - 





LINCOLN ENGINEERING COMPANY 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT 
GENERAL OFFICES, ST. LOUIS, MQ FACTORIES: ST. LOUIS, MO., DETROIT, MICH 


MILL SUPPLIES © JANUARY 1939 





Send for 


your copy 


To help 


lower your / 


costs / 


The Barnes Manual deals with the Hows, 
Whys and Wherefores of hack saw blades 
and band saws. Now in its third edition 
and literally filled with definite information, 
this little book should go a long way 
toward helping you solve many of your 
customers’ metal cutting problems. 


Of course, we make hack saw blades 
and band saws (all of which you ought to 
stock), so you can't blame us for putting 
in a few pages devoted to the perform- 
ance which each delivers. 


Ask the Barnes Field Man for a copy 
of this 32-page Manual or write to us di- 
rect. 


No Charge! 


W. O. BARNES CO., INC. 


Detroit, Michigan 
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P. A. and distributor get together! J. J. 

Connors (left), assistant purchasing 

agent for A. Schrader's Sons checks 

over some orders with J. W. Eigo, presi- 

dent of A. N. Nelson, Inc., Brooklyn 
distributor 





Better to Give 
Sentiment Changes? 


Passing of another holiday season 
again brings to the front the age-old 
question of “what to give the pur- 
chasing agent”—if anything. There 
is noticed a new trend away from 
the old system of honoring the p.a. 
at Christmastime, which certainly 
had its abuses. And oddly enough 
the p.a. himself seems to be in accord 
with the anti-gift movement. 

From I. W. Tull, J. M. Tull Metal 
& Supply Co., Atlanta, we receive an 
interesting letter sent to that firm 
just before Christmas. It reads: 

Chattanooga, Tenn. 

Dear Mr. Tull: 
You have been one of our depend- 
able suppliers during the past year. 
As such, we feel that you will want 
to know our attitude toward the 
practice of receiving gifts at the 
Holiday Season. 
We believe the old custom of send- 
ing gifts to members of customers’ 
organizations to be an unwise and 
unnecessary expense. We endorse 
the obvious trend away from the 
practice. 

We will count on your cooperation 

and assure you that the most ap- 

preciated Holiday greeting will be 

the assurance from you that our 

future orders will have the same 

careful handling that this year’s 
orders have received. 
Yours truly, 

Jas. M. Alexander 

Purchasing Agent 

Cavalier Corporation 


Meanwhile, similar Yuletide senti- 
ment is reflected in the following 
editorial seen in the Chicago Pur- 
chaser, a purchasing agent’s paper: 


Holiday Remembrances 


Since early in November pur- 
chasing departments have been 
mailing with their orders certain 
notices and requests that Christ- 
mas remembrances to their pur- 
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ARE YOU GETTING YOUR SHARE OF 


BROAD RED LINE GAUGE 


More than half a million individual calls have been made in the plants 
of your prospects by advertisements presenting forcibly the many ad- 
vantages of the new ‘‘Pyrex’’ Broad Red Line Gauge Glass. 

Backing up this campaign, direct mail literature, free samples, and the 
acclaim of satisfied users . . . all have promoted the mounting ‘‘Pyrex"’ 


Gauge Glass sales. 


Stock up with the new ‘‘Pyrex’’ Broad Red Line Gauge Glasses and 
get in line for your share of these easier-to-get profits. 


WRITE TODAY for full details. 


<7 


PYREX 


IOXGAUGE GLASSES 


CORNING GLASS WORKS, CORNING, 11. ¥. 


“PYREX"" is a registered trade-mark and indicates manufacture by Corning Glass Works. 
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GLASS BUSINESS 











It is easier to read. The broad red line 
makes visibility of the fluid level greater 
from every angle. 





Visibility is further increased by illumi- 
nating the transparent red line from the 
rear. 





Now you can furnish odd lengths cut 

from stock for that occasional pick-up 

order. ‘Complete cutting instructions 
make it possible. 
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SALES HINTS from Notes | 


in a Power Engineer's File— 





TE 
TH | | HHI 


HH HA 


ADVANTAGES 





of 


V-BELT DRIVES 


and how they work 


ay 


Our liberal Distributor Plan will interest you— 
if you're interested in quick turnover at a good 
profit, assured by protected territory and intelligent sales cooperation. We invite 
inquiries from alert distributors; write— 


T. B. WOOD'S SONS COMPANY 


CHAMBERSBURG, PENNSYLVANIA 
MEMBER: POWER TRANSMISSION COUNCIL 
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chasing departments be omitted 
this year. This annual problem 
of gratuities and gifts is one that 
is difficult to eradicate although 
many firms have taken steps to 
stop this through the media of 
printed notices. 

All purchasing agents appreciate 
the spirit with which such remem- 
brances are made, but as an asso- 
ciation, local as well as national, 
buyers collectively feel that this 
is an unsound practice and _ its 
effect only increases the overhead 
cost of doing business. 

The number of such notices has 
increased year by year, an indica- 
tion that industrial firms realize 
the practice should be abolished. 
Some request that their employees 
return any gifts, feeling that these 
gratuities influence the considera- 
tion of purchases which should be 
made solely upon sound competi- 
tive business and commercial con- 
siderations. The outlook for this 
commercial giving is growing 
smaller each year. We hope ulti- 
mately for its complete abolition. 


Milligan Reorganizes 


Milligan Hardware & Supply Co., 
East Liverpool, Ohio has announced 
its new officers under a recent reor- 
ganization. They are: T. V. Milli- 
gan, president and treasurer: Mrs. 
Minnie G. Milligan, vice-president, 
and G. Stewart Thompson, secre- 
tary. 





- 
— 
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Doing active work in the field besides 
tending his duties as secretary, John L. 
Pensinger of L. C. Pensinger & Son, Inc., 
Kansas City, Mo. was interrupted long 
enough to take time out for the MILL 
SUPPLIES photographer 
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Think A Dodge ... when planning a new plant... when adding a new 


@Lost year industry suffered o “power-loss” of many millions 

of dollars... Much of this can be ovoided by executives pointing for profit 
. during the early stages of planning the methods and equipment which 
are to control the movement of power in their plonts... It's never too 
early to think of Dodge Drives . . specify them in your original plans 
.. for it is o proved fact that production profits are in the making be 
tween power generation and its travel to production machines . . 

Dodge mokes a complete line . . drives of proven performance and 
economy, but even more, Dodge represents a vast fund of practical ex 
perience gained during sixty yeors of service.to industry which is re 
flected in its recommendations. There is a right drive for every job and 
the Dodge organization is ever ready to work with you to that end. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U. 5. A. 


There Is Added Value 
in the Name Dodgel 


oun 


. when installing new machinery ... when 
modernizing old equipment ...when designing new products. 


When plenning « new plant —call on Dodg 

for unprejudiced power transmission 
recommendations backed by nearly sixty 
years experience. 

When adding « new depertment — coll on 
Dodge to recommend “the Right Drive 
for Every Job.” 

When buying new equipment — specify Dodg: 

power drive and bearing units. 

When modernizing old equipment —install stand 
ardized Dodge power drive and bearing 
units to save time, money and power. 
When designing new products — use standard 
ized Dodge power drive and bearing unit: 








Business Is Moving Forward 


In every direction new opportunities for sales are opening 
because of increasing industrial activity. 


To prepare for more aggressive sales action, forward-looking 
distributors are having new catalogs compiled for 1939. 


At this writing, the Donnelley or ganization is building new catalo gs 
for distributors located in 


ARKANSAS MARYLAND PENNSYLVANIA 
CALIFORNIA MASSACHUSETTS SOUTH CAROLINA 
DIST. OF COLUMBIA MICHIGAN TENNESSEE 
GEORGIA NORTH CAROLINA VIRGINIA 
INDIANA OHIO WISCONSIN 


It will cost you nothing to investigate the profit possibilities 
of issuing a catalog of your own. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO 
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Skilsaw Appoints Wright 
and Huseby to New Posts 


Announcement has been made by 
Skilsaw, Inc., Chicago of the ap- 
pointment of George P. Wright as 
sales manager for the company and 





GS. P. WRIGHT MARSHALL HUSEBY 


of Marshall Huseby as manager of 
the firm’s Los Angeles, California, 
branch. 

Mr. Wright has been associated 
with Skilsaw for the past twelve 
years. For the past nine years he 
has been in charge of the Los An- 
geles branch. 

Mr. Huseby will succeed Mr. 
Wright at Los Angeles, and pre- 
vious to this appointment worked in 
the Chicago industrial territory for 
four years. 


Kelleher, Executive of 
Patterson & Co., Dies 


Robert E. Kelleher, vice-president 
and general manager of C. T. Patter- 
son & Co., one of the largest mill 
supply firms in the south died on 
December 22 in New Orleans. 

Mr. Kelleher was born in Little 
Rock, Ark., fifty-eight years ago. As 
a boy he moved with his parents to 
New Orleans and was educated in 
the public schools of that city. He 
entered the business field as a mes- 
senger boy for the Southern Pacific 
Lines. Then he accepted a position 
as junior clerk with Patterson & Co. 
An earnest student and worker, his 
promotion was rapid, culminating in 
his election as general manager of 
this well known concern. 

Mr. Kelleher was a member of the 
board of directors and executive 
committee of the Jefferson Lake Oil 
Company, and also a member of the 
New Orleans Country Club and of 
numerous Carnival organizations. 


Weaver R. Kendall Dies 


It is with regret we announce the 
passing of Weaver R. Kendall of 
Stewart Brothers Hardware Co., 
Memphis, Tenn. Mr. Kendall was 
widely known in the industrial 
supply field and his passing will be 
deeply felt. 

















Thermoid Belting writes its record of performance on the ledgers of 
companies in every line of industry. When such records are com- 
bined they tell an unbroken story of top performance at lowest cost. 


The Caton Sand Company uses Thermoid Con- 

veyor Belting to transport sand into the storage 
bins. The sand is passed through a screen onto the belt 
which regularly carries an average of 45 to 50 tons per 
hour. Because of the service the belt is turning in under 
that load the company plans an adjustment in the agitator 
that will increase the hourly load to 60 tons. 


CMD. Cramer-Meyer-Dreyer, one of New York's 

most modern coal plants, has many 
Thermoid Conveyor Belting installations. The belt 
illustrated is subjected to the continual abrasion 
of falling lumps of coal, but after two years’ ser- 
vice still shows no sign of wear. 


The Dorrance Colliery of the Lehigh Valley 

Coal Co., at Wilkes-Barre, Pa., uses a Thermoid 
Conveyor Belt that is 630 feet long and 43 inches wide. 
It carries hundreds of tons daily and after long service 
still shows practically no wear. 


LV C The Lehigh Valley Coal Company has an un- 
ieee usual transmission belting installation at their 
Spring Mountain Colliery. This Thermoid Trans- 
mission Belt is 100 feet long and 42 inches wide. 

It is ten ply for maximum possible strength, yet it 

is flexible. After years of service it is still in con- 

stant use, giving very satisfactory performance. 


More than half a century of progressive 
engineering and product development. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


hermol 


HOSE PACKINGS 


Standard types of belting 
made by Thermoid: 


Grain Elevator Belting 


Standard types of belting 
made by Thermoid: 


Conveyor Belting . 
Transmission Belting Agricultural Belting 
Multiple-V Belts 


Grader Belting 


Hog Scraper Belting 
Endless Thresher Belling 
Canners’ Belting Oil Country Belting 


Bucket Elevator Belting 


BELTING 


Axle Lighting Belting 


BRAKE LININGS 
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means more need for 


“HALLOWELL” 
STEEL SHOP EQUIPMENT 


You, too, can cash in on the Profits 


“HALLOWELL” STEEL BENCHES 






Pat'd and Pat's Pend’g. 
732 


. 
Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will oneaty fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and  pilfer-proof 
drawer if desired. 


“HALLOWELL” STEEL TRUCKS 








Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 
won't chip or splinter .. . all parts 
will stay rigid . . . wheels and hubs are 
made for easy rolling, and they're supplied 
in wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig, 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a va- 
riety of types for 
all purposes. 





“HALLOWELL" STEEL STOOLS 





Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL" 
STEEL LIFT TRUCK PLATFORMS 


Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL” 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. 





Fig. 100 Patented 






“PIONEER™ 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger— 
and the only 
hanger with inte- 
gral feet. Mil- 
lions in use the 


Pat'd 
world over. 


Fig. 300 


WRITE FOR LITERATURE AND DEALERS PROPOSITION 


STANDARD PreEsseED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. Louis 

INDIANAPOLIS SAN FRANCISCO 
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NEW LINES 
taken on by 


Distributors 


AtLas <Aspestos Co., MONTREAL, 
CanaDA, has been appointed a dis- 
tributor for the complete line of 
gaskets of the Goetze Gasket & 
Packing Co. 


McGow1n-Lyons HArpware & Sup- 
pLy Co., MosiLe, ALA., and DIxIE 
MILit Suppiy Co., NEw ORLEANS, 
is now an agent for Harnischfeger 
Corp’s line of welders and welding 
electrodes in southern Alabama. 


W. P. & R. S. Mars Co., DuLuts, 
MINN., is now a distributor for 
products of the Diamond Iron 
Works Inc., and the Mahr Mfg. Co. 


FRANKLIN HARDWARE Co., NEw 
York City, has been appointed 
Metropolitan distributor for Dura- 
metallic packing hooks manufac- 
tured by the Durametallic Corp. 


GoopyEaAR Ruspper & Aspestos Co., 
PorTLAND, Ore., has been selected 
to represent Rust-Oleum Corp. in 
Portland and adjoining territories. 


Bope-F1INN EQuipMent Co., CIN- 
CINNATI, OHIO is now represent- 
ing Ransome Concrete Machinery 
Co., in that territory. 


INDUSTRIAL SuppPLy Co., SALT LAKE 
City, UTaAn, has been appointed a 
distributor for products of South 
3end Lathe Works, Inc. 


Bett Rope Suppty Co., SYRACUSE, 
N. Y., has taken on products of 
Abrasive Co., Heller files and Van 


Dorn electric tools. 


Feperat Pire & Swupprty Co., 
FresNO, CAL., is now a distributor 
of Bethlehem wire rope. 


Pyr-BarRKER SuppLty Co., ATLANTA, 
Ga., is now handling McKay's 
logging chains and Roebling’s wire 
rope products. 


Lewis E. Tracy Co., Boston, 
Mass., was recently appointed a 
distributor for Crocker-Wheeler 
motors and products of Keystone 
Lubricating Co. 


EVANSVILLE Suppty Co., EvANs- 
VILLE, IND., has announced the ad- 
dition of Marquette a.c. welders 














Two Models 


BROWN & SHARPE 


MAGNETIC CHUCKS 
Permanent Magnet Type 


No Wires — No Heating 
No Running Costs 


RROWN fa SHARPE 


Rotary Model 


(ABOVE) 

. . a new addition — for face, disk, 
external and internal grinding — 
also for light cuts on lathe work 
and other operations. 

Working face—Q” dia. 


— Ask for Circular — 


Rectangular 
Model .:: 


. besides their popularity for 
Surface Grinding — wet as well as 
dry — these chucks are readily 
portable for many uses. 


Three sizes — 
5”x10" 6”"x18" 8”"x24" 


Adapter Plates available for holding 
Small Pieces — Ask for Circular — 


BS Brown & Sharpe Mfg. Co. 
[|B'S 7 Providence, R. I. 
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Right from the Start 


Manufacturing methods and marketing practices can 
be so right in the first place, that the most alert advances 
in technique cannot take their place. 


When Allen announces new process-refinements in 
forming its hollow screws, you will know that these are 
only additions to the fundamental process of cold-drawing. 


And when we announce new sales-aids for our Dis- 
tributors, you will know that these are only extensions of 


the fundamental policy of selling only through the Dis- 
tributor. 


There are many catchy innovations in the making and 
selling of hollow screws. But real progress is built on the 
solid basis of ways that have proved dead right — say for 
28 years! 


THE ALLEN MEG. COMPANY 


HARrTevor»zD, CONN. U.$.A. 
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and products of the Manheim 
Belting Co. to its line of stock. 


Kansas City Ruspper & BELTING 
Co., Kansas City, Mo., is now an 
exclusive distributor for Miller 
Falls electric tools. 


Union Suppty Co., ToLtepo, Oxo, 
is now handling Medaart V-belt 
sheaves. 


CHASE ParKER & Co., Boston, Mass. 
has been appointed a distributor 
for Sprout, Waldron & Co., to sell 
the firm's complete line of power 
transmission appliances. 


Stronc, CARLISLE & HAMMOND Co., 
CLEVELAND, OHnI0, is now handling 
products of the Gardner Machine 
Co. in Northeastern Ohio. 


Cuarces H. Harven & Co., SEATTLE, 
WasH., is now a distributor of 
Rockwood V-belts and pulleys, 
Fiske Bros. Refining Co.’s lubri- 
cants and products of O'Neill Bros. 
Ine. 


Harry P. Lev, Inc., ORLANDO, FLA., 
is now handling Oilite bronze 
bearings. 


New Catalog 


Federal Pipe & Supply Co., 
Fresno, Cal., has announced the pub- 
lication of a new catalog covering 
its complete line of industrial sup- 
plies and equipment. The catalog is 
being distributed to its customers 
this month. 


Watson To Atlanta Office 


Worthington Pump and Machin- 
ery Corp. has announced the trans- 
fer of Edward Watson, refrigeration 
and air conditioning engineer, from 
the corporation’s home office at 
Harrison, N. J., to its Atlanta dis- 
trict sales office. Mr. Watson will 
function in North and South Caro- 
lina, Georgia, Florida and Alabama. 





PRANKS VALVES 





Fairbanks Co.'s sales executives were 

kept extremely busy by the many inter- 

ested visitors that looked over their 

booth at the Power Show held recently 
in New York City 
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WICKWIRE SPENCER line of Wire 
. . standard as well as Wisscolay Preformed Rope .. . 
a definite size and kind of rope for every purpose. There is no “don’t 
carry it” for the Wickwire Spencer Distributor. He can satisfy every 
inquity. Write today for the Wickwire Spencer distributor’s plan. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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INVESTIGATE 
THE U. S. 6-POINT 
DISTRIBUTOR PLAN 


REQUIPMENT) 
fads the fill 


FOR THRIFTY EFFICIENCY 











1. Full Line 

2. Super-Quality 

3. Economical Price 
4. Protection 

5. Good Profit 

6. Sales Aid 


For Sales and Profit 





















FOUR 


aouupes SPEEDS 
NO. 95 
7a 
NO BELTS Faster... 
OR PULLEYS Faster... 
Faster! 


U.S. MULTI-SPEED 
Buffer and Polisher 


SHIFT THE LEVER .. . and you change the speed . . . FOUR speeds 
right at your finger-tips! All positive in action. All available on 
alternating current. 


A heavy duty buffer and polisher 
of extremely simple design, 
rugged construction to eliminate 
vibration, with motors built to 
N.E.M.A. standards for continuous 
service at full load. Four heavy 
duty enclosed ball-bearings sup- 
port spindle. Push button control. 
Motor cannot start when gears are 
not in mesh. 


* * a 
Let us send your copy of 


Catalog No. 52—the guide to 
bigger sales in 1939. 





wECn ae 


THE UNITED STATES -“c=y*. ELECTRICAL TOOL CO. 


‘\ ——_ a 


>_> ) 7, 
CINCINNAT |, <9) a—~HKI, S.A. 
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Baldwin Locomotive Co. 
Names Brinley New President 


Charles E. Brinley, who has been 
head of the American Pulley Co., for 
a number of years, has been elected 
president of the Baldwin Locomo- 
tive Works. Mr. Brinley succeeds 
George H. Houston, recently re- 
signed. 

Since Mr. Houston’s resignation 
Mr. Brinley had 
been acting vice- 
president with full 
executive powers. 
He is president of 
the Diesel Engine 
Manufactur- 
ers Association, 
and a member of 
the American So- 
ciety of Mechani- 
cal Engineers and 
Hydraulic Ma- 
chinery Manufac- 
turers Association. 

At this time William H. Harman 
was named vice-president in charge 
of sales, replacing Robert S. Drink- 
ard, recently resigned. 


C. E. BRINLEY 


Hardware Group Selects 
Virginia Beach for Tournament 


Members of the Eastern Hard- 
ware Golf Association have selected 
Virginia Beach, Va., for the scene 
of their 1939 golf tournament. The 
event will take place on June 8, 9 
and 10. 

Tentative plans call for the tourna- 
ment to be played over the eighteen 
hole course of the Princess Anne 
Country Club. Also available for 
play is the Cavalier Country Club’s 
course. 

An interesting feature of this 
year’s meeting is that groups attend- 
ing will reach the scene of play by 
boat from Boston, New York, Balti- 
more and Washington. 





J. E. Willetts (center), of Joseph Dixon 
Crucible Co., interests a couple of visi- 
tors in his firm's products at the recent 


Power Show held in New York City 


Hints fot Ronhonfheimat-Listrlhutet cnd thes Jalebmen. 


Fig. 2125 
125 Ib. SP. 
Double Wedge 
Disc 
Gate Valve 


Fig. 2129 
125 lb. SP. 
Single Wedge 
Disc 
Gate Valve 


Noteworthy 1938 Development 
In the Lunkenheimer Line 


x Be 


Sele QUEETY = Saee LUNKENHE! MER 


9-59-14 
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they're COMPLETELY 
Cold Forged 





NOT DRILLED—- MACHINED NOR EXTRUDED 





HOLO-KROME 
FIBRO FORGED 


TRADE MARK 


Socket Screws 


Volume with “turn-over 
Backed by a 


100% Distributor Sales Policy 
Interested ? 
DISTRIBUTORS 


The benefits of the Holo-Krome 
Sales Policy are many — know 
them all—they result in Profits to 
alert Distributors. 








THE HOLO-KROME SCREW CORP. 


HARTFORD CONN. 
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Two members of the recently started Cen- 

tral Hardware & Supply Co., at Perth 

Amboy, N. J., are E. Singdahlsen (left), 

president and, E. E. Shand, purchasing 

agent. O. E. Martinson, the other officer 

of the firm was not in when the photo- 
graph was taken 


Johns-Manville to 
Build Three Plants 


With the dedication of the Johns- 
Manville exhibit building at the 
World’s Fair, Lewis H. Brown, 
president of the corporation, an- 
nounced that it would open three new 
plants expected to give work to 1,000 
persons between now and early next 
year. 

The new factories which will in- 
crease to sixteen the total in the 
Johns-Manville system will be at 
Jarrat, Va., Watson, Cal., and Rich- 
mond, Ind. 


Adams New Vice-President 
For Inland Steel Co. 


Avery C. Adams has been ap- 
pointed vice-president and assistant 
general manager of sales of Inland 
Steel Co., according to an announce- 
ment made at the company’s Chicago 
offices. 

Mr. Adams came to Carnegie-Illi- 
nois in 1936, after serving as vice- 
president in Charge of Sales for 
General Fireproofing Co., Youngs- 
town, Ohio, since 1928. Previously 
he was associated with the Republic 
and Trumbull Steel Companies. 


Schuler Takes New 
Post with Republic Steel 


R. J. Schuler, general sales repre- 
sentative of the Union Drawn Steel 
Division of Republic Steel Corp., has 
been appointed assistant manager of 
sales, bolt and nut division, accord- 
ing to N. J. Clarke, Republic vice- 
president in charge of sales. 

Mr. Schuler became associated 
with Republic last spring after serv- 
ing thirteen years in various sales ca- 
pacities with LaSalle Steel Co., 
reaching, before he left, the position 
of general manager of sales. 





oi ee ete Ae oe eye RP oe swe ee ee eee ee 








THE FACILITIES DISTRIBUTOR 
° ae 


POLICY 


THE FRANCHISE 




















@ It’s a recognized fact that Johnson UNIVERSAL is 
the highest quality bearing bronze available. Independent 
tests prove this point beyond a doubt. While this is 
important to sales, there is a greater reason why Johnson 
Distributors remain loyal to their source of supply. 





First, there is a real working policy that governs our 
relations. We consider a distributor part of our sales 
force — not a customer. This policy is based on co- 
operation . . . not competition. 


Second, Johnson Bronze supports their distributors with 
real service. No other bronze bearing concern offers 
industry such complete facilities, such wide bearing 
experience — and such strategically located warehouse 
stocks. 


1939 will offer exceptional opportunities for profitable 
sales in bronze. With a Johnson Franchise you can make 
the most of these opportunities. Why not investigate — 


today? 
JOHNSON BRONZE CO. 
535 S. MILL STREET - NEW CASTLE, PA. 


ens 





BEARING 


HEADQUARTERS ie fm 
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When it comes to materials,’Americans” 
take them whether they’re raw or fin- 
ished, regardless of size, shape or weight. 
No matter what materials you have to 
handle, nor what happens to them in 
the course of assembly or processing, 
there’s an American Pressed Steel Hand 
Truck that’s “‘tailor-made”’ for the job. 


“Americans” are light, well balanced 
and easy rolling. They help any man 
turn in a better day’s work. And they 
are so strongly built that maintenance 
costs are practically eliminated. 


; A NEW SALES 
American Pressed Steel Hand Trucks 
cost no more than ordinary hand trucks, OPPORTUNITY 











but your records on materials handling Every truck user in your 
and maintenance will quickly reveal ee Resecinn tee" 
that they are the most “‘profitable”’ Ti 
. Rubber-Tired Truck 
trucks you ever used. Get a// the details Wheels. Theycan mean 
from your supplier today. mane gem for yon _ 
greater savin or 
THE AMERICAN PULLEY COMPANY = cur customer. They'll 
Dept. 3, 4200 Wissahickon Avenue pay their way in _ 
Philadelphia, Penna. ered floor maintenance 
alone. 


MERICAN 


PRESSED STEE 


HAND TRUCKS 
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Jack Burns (left), of Burns Bros., Syra- 
cuse, N. Y., sits down for a smoke and 
chat with C. Wilson Jr., of Yarnall-War- 
ing Co., at the recent Power Show held 
in New York City's Grand Central Palace 









Newhall Named to 
High Goodrich Post 


Arthur B. Newhall has _ been 
elected vice-president in full charge 
of all production and sales of the 
B. F. Goodrich Co., it was announced 
following a meeting of the board of 
directors. He also was appointed a 
member of the executive committee. 

Mr. Newhall is also president and 
a director of the Hood Rubber Co., 
at Watertown, N. Y., a_ wholly- 
owned subsidiary of the Goodrich 
Co. He entered the employ of the 
Hood organization in 1917 and was 
executive vice-president when the 
firm was acquired by Goodrich in 


1929, 


Bowlers Going Strong 


Members of the bowling league of 
the William T. Johnston Co., Cin- 
cinnati, report “things are going full 
force.” Outside sales staff leads 
they report, with the comment, “they 
should as they have more time to 
practice on!” 








Now in his third year of service with 

R. C. Neal Co., Buffalo, N. Y., is Bert 

Seifried who is active in sales and 
service work for the firm 











AS 
“1 NEVER BEFORE RAN be 
sMOOTH A BEAD 


Listen to what the welders say 


about PAGE Hi-Tensile (0 


Ask any welder who has run Page Hi-Tensile ‘‘G’’ what he thinks of the rod. He'll 
tell you it’s remarkably fast, and gives a bead of surprising smoothness and un- 
usually high ductility. He'll tell you it’s a very quiet rod, with little spatter. Whether 
he has used it on production work, maintenance work or construction work, he will 
have found it practical under all operating conditions. 

Welders can show you why Page Hi-Tensile ‘‘G” sells easily. Your customers will 
be impressed with the many practical reasons you can give them. 


You get ACCO QUALITY in Page Welding electrodes, Tru-Lay Preformed Wire Rope, 
Reading-Pratt & Cady Valves, Campbell Cutting Machines, American Chains, Wright 
Hoists and Ford Chain Blocks. 


PAGE STEEL AND WIRE DIVISION 
MONESSEN, PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION © ANDREW C. CAMPBELL DIVISION © FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION ¢ MANLEY MANUFACTURING DIVISION # OWEN SILENT SPRING COMPANY, INC, @ PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION ¢lN CANADA: DOMINION 
CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. @ THE PARSONS CHAIN COMPANY, LTD. ¢ In Business for Your Safety 
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THE WINNER 


IN STANLEY UNISHEAR CONTEST 








a 12 YEARS’ PROOF OF 
‘joe. UNISHEAR QUALITY, PERFORMANCE 


Chief Sign Co., winner of contest to find oldest Unishear, says 
of their “Mighty Midget”: It’s our oldest employee. Used first 
to cut metal truck bodies . . . now used to cut metal electric 
signs. Only one minor repair in 12 years!” 

Stanley Unishears, portable and stationary, make records 
wherever sheet materials are cut. They do the job quicker, 
easier, cleaner and at lower cost. Ask for a demonstration, or 
write for literature. Stanley Electric Tool Division, The 
Stanley Works, 135 Elm Street, New Britain, Connecticut. 


STANLEY UNISHEARS 


THE ELECTRICALLY DRIVEN HAND SHEARS 















DISTRIBUTOR’S SALESMAN WINS, TOO! 


In recent Unishear Contest, Mr. O. C. Hansen, salesman for Charles H. 
Besly & Co., Chicago, was also a winner. He helped locate the oldest 
“Mighty Midget” still in use. 

Our congratulations to Mr. Hansen and our sincere appreciation to all 
other Stanley Distributor Salesmen who helped make the Contest a success. 

Whether it’s a contest or the everyday job of selling, you'll get a kick 
out of selling Stanley Unishears and other Stanley Electric Tools. You'll 
find the complete line made up of tools that are built for lasting service. 
And that means customer satisfaction. Stanley Electric Tool Division, 
The Stanley Works, New Britain, Conn. 


* WE ARE REPRESENTED BY SELECTED DISTRIBUTORS * 
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Heavy Promotional Plan 
Launched by New Orleans Firm 


By consistent newspaper adver- 
tising and direct mail, Dixie Mill 
Supply Co., New Orleans, La., is 
effectively telling its customers and 
prospects of the services and prod- 
ucts it has to offer. 

One of the most elaborate pieces 
of institutional advertising appeared 
recently in the New Orleans Item- 
Tribune. A two-page rotogravure 
spread demonstrated by a series of 
pictures just how the Dixie organi- 
zation serves its customer. 

A new branch at Shreveport, La., 
is now managed by Clarence Rich- 
ards. The new machine tool depart- 
ment in its New Orleans _head- 
quarters is under the capable direc- 
tion of Percy F. Richards, assisted 
by Fred Netherton. 


Globe Hardware Co. 
Featured in Newspaper 


With the completion of its new 
$16,000 building at 161 West Oak 
St., in Globe, Arizona, the Globe 
Hardware Co., was featured in the 
Arizona Record. 

Congratulating the firm on its fine 
record on page one of the newspaper, 
pages four, five and six were devoted 
to the history, organization and per- 
sonnel of the company. 

The new building is 40 by 121 ft. 
and contains sales rooms, offices and 
stock rooms. It is planned to eventu- 
ally connect the new building with 
the warehouse. 


30th Year for Evansville Supply 


December 15th marked the 30th 
anniversary of the Evansville Supply 
Co., Evansville, Ind. No special cele- 
bration signified the event other than 
the daily routine of faithful and 
efficient handling of orders and serv- 
ing its many customers. 





Quite young for “trucking”. This cute 

little miss is Ivah Eileen Gaillard whose 

dad is with Harry P. Leu, Inc., Orlando, 
Fla. 











DROP FORGED STEEL 


BONNET 


(VS cueck HOW MUCH MORE YOU GET in these new 
Vogt, union bonnet type, globe Meter Valves... available 
in one-quarter, three-eighths and one-half inch sizes. 
© Hexagon body ends for easy line assembly. 
© Ground joint between body and bonnet. 
© Stem can be easily reground or replaced. 

Valve can be repacked under pressure. 


© Recommended for 900 Ibs. W. P.@ 750 Deg. F. 
or 1500 Ibs. non-shock cold working pressure. 


© Furnished all-carbon steel or all-stainless 
steel to suit operating conditions. 


These valves are especially suited for applications in oil 
refineries, power, chemical, refrigerating and related indus- 
trial plants where close, dependable regulation is important. 





HENRY VOGT MACHINE C0O., Inc., Louisvi11e, Ky. 


NEW YORK - PHILADELPHIA ~ CLEVELAND - CHICAGO - DALLAS 
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Harden & Co. Moves 
Into New Home 


Charles H. Harden & Co., is now 
located in a new building at First 
Ave. and King St., in Seattle, Wash. 
Greater floor space and improved 
shipping and loading facilities are 
available in the new location. An 
open house for friends and custom- 
ers was held December 24. 

Ed Casey recently joined the sales 
staff of Harden & Co., and will cover 
Tacoma and points south. 


New Branch 


A new branch store at 1756 Grand 
Ave., Phoenix, Arizona, was re- 
cently opened by Smith-Booth-Usher 
Co., Los Angeles, Cal. The new 
store will be under the management 
of George F. Hainley. Dick Creigh- 
ton is in charge of sales. Approxi- 
mately the same lines will be handled 

| as its Los Angeles store. 
ET your share of profits from the | N — 
most amazing drill development | “®W ™an — > 
ever introduced for use by plant | R. J. Oetjen is now associated with 
maintenance men, electricians, plumb- | Samuel _ Harris & Co., Chicago, 
: h specializing on threaded products 
ers, contractors, sign hangers, and | .-h as bolts, screws, nuts, etc. The 
many others in the construction trades | firm recently issued a discount sheet 
and maintenance departments of in- | 0" these products. 
dustrial plants. The new Carboloy | 
Masonry Drill reduces drilling time Correction 





to a matter of minutes and seconds| (jy; 
instead of hours—and eliminates all | address of Ideal Commutator Dresser 


° e R : , a 2 —. « q 
hammering and chiseling. Co. as Peoria, Ill. The correct ad 
dress is Sycamore, Ill. 


December issue listed the 





DRILLS 50% FASTER 
LASTS 50 TIMES LONGER 


The Carboloy drill is not just a new 
kind of steel. It’s an entirely new 
metallurgical development manufac- 
tured by a special process. Carboloy 
contains no iron or steel. No special 
equipment is needed—operates in the | 
ordinary type of rotary electric drill. | 
It has made possible an entirely new | 
order of speed, economy, accuracy and | 
quietness on all drilling work. Lasts | 
up to 50 times longer per sharpening. | 
Drills 50% to 75% faster. Speeds up 
installation of expansion anchors and | 
insures an accurate fit. 





A REAL 2-waY mn / 
 norit MAKER CARBOLOY COMPANY, INC. 


ait electric dsills give Detroit, Michigan 


far better — 7 
Carboloy PON FO 

whee ae send COU CARBOLOY COMPANY, INc. 

ari 4. Thatoften FREE LEAFLET 2953 East Jefferson Ave., Detroit, Mich. 


way Send Free leaflet on Carboloy Masonry 
‘a nd Drills and include quick-profit resale propo- 





means @ 2 ol The conversation must have been inter- 
sale—@ Car sition. 


a 
: -PROFIT | esting from the smiles on the faces of 
ay om seve -_ “ Company Richard Alcott, vice-president of Riech- 
and an ele RESAL Individual man-Crosby Co., Memphis, Tenn., R. E. 
drill. PROPOSITION Cook, southern representative, Alexander 
_ Bros., and George L. Abbott, vice-presi- 
dent of Alexander Bros. 
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The LATEST 


DESIGN 
IN 


CHUCKS 


This NEW CATALOG 
gives full information 


Continued improvements in materials, de- 
sign and workmanship account for the 
wide acceptance of Jacobs Chucks. The 
new 1939 Jacobs Chucks are designed and 
constructed to match in excellence the 
finest machine tools built. Your copy of 
the new CATALOG MS on the 1939 


Jacobs Chucks will be mailed upon request. 


IF IT’S jacobs IT HOLDS! 

















THE SAVINGS THEY MAKE 


with Gardner-Denver Centrifugals 


WILL BUILD BUSINESS FOR YOU 


A city in Iowa cuts its power costs to a new 
“low” of 44¢ per 1000 gallons pumped—with 
a Gardner-Denver centrifugal. A factory gets 
higher pump efficiency and lower pump 
operating cost than it has ever had before— 
with Gardner-Denver centrifugals. 

What does this mean to you? It means an 
opportunity to build your business on facts 
that no pump user can overlook. It means a 
line of Gardner-Denver pumps fitting markets 
right at your doorstep—pumps for everything 
that can be pumped. It means the full co-opera- 
tion of Gardner-Denver, with its 80-year repu- 
tation for integrityand progressiveness, MEMBER 
in finding and getting business. It means 
a liberal and DEFINITE distributor 
policy that brightens your future in the 
pump business. Why not get the com- 
plete story? The facts cost nothing. Waagy 


GARDNER-DENVER COMPANY, Quincy, Ill. 


Gardner-Denver Horizontally Split Case Double-Suction 
Centrifugal Pump—one of the many winning pumps in 
the broad Gardner-Denver Centrifugal line. 


© ANNIVERSARY 
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After being assured that every distributor 
must sooner or later face a MILL SUPPLIES 
camera, George F. Preston (right) secre- 
tary-treasurer of Henes-Morgan Machinery 
Co., Los Angeles, carefully selected this 
sample of his organization. With him are 
Helen Peszynski, bookkeeper and Bob 
Henry, vice-president 


U. S. Rubber 
Announces Changes 


W. A. Tipton, manager of Pack- 
ing Sales of the Mechanical Goods 
Division, United States Rubber 
Products, Inc., was appointed a di- 
rector of the Rubber Division of the 
Mechanical Packing Association at 
a recently held meeting of the asso- 
ciation’s Board of Directors. 

A. R. Soltis, who has been han- 
dling grinding wheels sales in the 
Detroit district will include in his 
activities the Indianapolis and St. 
Louis districts. Mr. Soltis will con- 
tinue to make his headquarters at 
Detroit. 


Smith President of Jellico 


Following the death of F. W. Fin- 
lay who was president of Jellico 
Hardware Co., Jellico, Tenn., F. L. 
Smith was elected head of the or- 
ganization. This occurred some time 


ar 
ago. 


Now emphasizing industrial specialty lines 

is A. J. O'Brien head of the Railway 

Equipment Co., Portland, Ore. The firm 

formerly owned by his dad, W. T. 

O'Brien, confined its sales to logging 
railway supplies 





L 


~ GEIS VOSA: 


wire rope trade with 
Meh. Precisionbil i Rop es 


Seamless Steel Boiler 
Tubes — Cold Finished 
Shafting—Hot Rolled Bars, 
Shapes and Plates — Gal- 
vanized Roofing and Sid- 4 
ing—Seamless and Welded 
Pipe — Cold Finished Bars 


o23 Seno Wy You want to supply your trade with Wire 
ee Rope of such quality and advanced features 
that will increase not only your sales, but the sales 


F 4 Ye Ve efficiency of your men on the road. 

je é Gilmore precisionbilt Wire Ropes supply so many 
H, Y 7 . e 

WW ny points of improvement that you will find them easy to 


' y sell and more satisfactory in use. We suggest that you 
| investigate the possibilities of this new line. 


} 
AUMORE WIRE ROPE DIVISION 


MUNCY - PENNSYLVANIA 


Jones & LAUGHLIN STEEL CorporaTiION J&L 
PITTSBURGH: PENNSYLVANIA piiaal 


~ 
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presenting... 





ne now 
SEAL ASTER 


BALL BEARING 
,, PILLOW BLOCKS 


permanent seal 


Here is a complete new line of Ball 
Bearings for general machinery ap- 
plication ... with a really advanced 
construction feature that promises 
to sell big! 

New SEALMASTER Bearings are com- 
pletely sealed within the bearing it- 
self, independent of housing. This 
means dirt cannot possibly get into 
the Bearing, even when Bearing is 
removed from housing. This also 
means Bearing holds proper amount 
of lubrication and gives full protec- 
tion to rolling elements at all speeds. 
Take advantage of this sales oppor- 
tunity now! 


—~—- BEARING Divisitiown— 


STEPHENS - ADAMSON 


MANUFACTURING COMPANY 
8 RIDGEWAY - AURORA. ILLINOIS 


CONVEYING ® ELEVATING ® SCREENING ® TRANSMISSION EQUIPMENT 
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Two Bills brave the cold! W. M. Hall 
(left), The Paine Co., Chicago, and 
A. W. Olsen, advertising counselor for 
Paine, get a good laugh out of some- 
thing or other 


| Franklin Luncheon Club 


Holds Annual Holiday Party 


A spirit of revelry was the ordet 
of the day for members of the Frank- 
lin Luncheon Club at its annual 
Christmas party held in Pontin’s res- 
taurant, New York City on Decem- 
ber 28. 

Led by its president, C. A. “Cal” 
Popp (Toledo Pipe Threading Co.), 
the members donned paper hats and 
settled down to a hearty meal and 
an afternoon of merriment. Treas- 
urer “Andy” Diehm (Franklin Hard- 
ware Co.), kept a keen eye on the 
club’s “pork” barrel and every time 
a member talked business he lost 25 
cents. The take was nil. 

Speeches followed in rapid succes- 
sion, all being heartily booed. Mem- 
bers of the Franklin Luncheon Club 
present were: George Borst and An- 
drew Diehm, Franklin Hardware 
Co.; C. A. Popp, Toledo Pipe Thread- 
ing Co.; A. H. Quick, Pheoll Mfg. 
Co.; Charles Merritt, Reed Mfg. 
Co.; R. G. Horner, Black & Decker 
Mfg. Co.; L. M. Edwards, American 
Saw & Mfg. Co.; Frank Bruckman, 
American Safety Razor Co.; Roy 
C. Schmidt, Stanley Tools; Arthur 
Vincent, Morse Twist Drill & Ma- 
chine Co.; John S. Davey and Robert 
Burdsall, Russell, Burdsall & Ward 
Bolt & Nut Co.; W. D. Horner, Allen 
Mfg. Co.; Bob Cruise, Corbin Screw 
Corp.; Jack Perkins, J. H. Williams 
& Co., and Karl Lehnhart, Behr- 
Manning Co. 


Payte Promoted 


D. F. Payte was recently named 
assistant division manager of sales of 
the National Supply Co.’s, Tulsa, 
Oklahoma, office. He succeeds Ros- 
coe Ayers, recently resigned. 
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MONO BILT Wire Wheel Brushes 


Whether it's the largest industrial plant or the smallest ma- 
sciiiuiiae itiadaaik aiaataly el chine shop . . . you can depend on MILWAUKEE to whip 
with specially tempered carbon your customer's brushing job... better, quicker, and cheaper 


. ruggedly constructed, ac- 


steel wire... . cut faster—wear 


oa eae oe a . . either through a selection from its comprehensive stand- 
ake allie, Wield wie ard line . . . or with a specially built brush . . . designed by 
nae _ — rig apts brush engineers who know how to correctly interpret brush 
ee eee problems . . . and their best solution. Going places in 
cleaning castings, gears, meta PROFITABLE SALES is the result of helpful service. Depend 
et ee. oe ee ee on MILWAUKEE and its products . . . to serve you so you 


. polishing tools, instruments, 


utensils, etc. can serve your customers better. 


THE MILWAUKEE BRUSH MANUFACTURING COMPANY 
MILWAUKEE, WISCONSIN 





WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES © 


LT: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 
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you stit Mational 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 














~ NATIONAL TWIST DRILL ano TOOL CO. 
DETROIT U. S. A. 


Top and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: + New York . Chicago ° Philadelphia . 
Distributors in Principal Cities 


Cleveland 
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Norman Wallingford, 1418 Crest Drive, 
Los Angeles, is the new western repre- 
sentative for Greene, Tweed & Co. 


Roots-Connersville Blower 
Adds Turbine Pump Men 


W. J. Brown, Charleston, W. Va., 
will cover the entire state of West 
Virginia, with the exception of the 
panhandle section, as well as a few 
adjoining counties in Ohio and Ken- 
tucky, for the Roots-Connersville 
Blower Corp. 

Hiram H. Haight, Milwaukee, 
Wis., will promote sales in the nine 
counties comprising the metropoli- 
tan trading area. Sales in this ter- 
ritory will continue to be handled 
from the general plant offices. 

Arthur W. Schuster, 1025 Granite 
Bldg., Rochester, N. Y., for the ten 
counties in the west central part of 
the state which lie between Lake 
Ontario and the Pennsylvania line. 

John B. Foley, Jr., 249 Erie Blvd. 
West, Syracuse, N. Y., is to cover 
the northeastern section of New 
York state lying east of the Roches- 
ter territory and north of the metro- 
politan area. 

F. S. Salchenberger, 211 Wacker 
Drive, Chicago, IIl., will call upon 
the pump trade in the northeastern 
corner of Illinois, as well as three 
counties in Indiana adjacent to Chi- 
cago. 

B. J. Walter, 315 W. Woodbridge 
St., Detroit, Mich., will be in charge 
of turbine pump sales in the south- 
eastern section of the state of Mich- 
igan. 


Beg Pardon Mr. Vonnegut 


Mitt Suppiies bows humbly to 
Franklin Vonnegut who was pictured 
in a recent issue as Carl R. Vonne- 
gut, recently deceased. Franklin 
Vonnegut is most hale and hearty at 
the age of 82 and is active president 
of Vonnegut Hardware Co., Indian- 
apolis, Ind. He recently completed 
68 years of continuous service in the 
industrial supply field. 
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“World of Tome als of Today 


Ass Oe 

Millions In Shop e -- Role 
Equipment tor avy 

Machine Tool Purchases on 0 
Alone will Total $° 250 Fair 


New Y v1 


A New Sales Service to Help 
You Win More Orders 


Beginning this month MILL SUPPLIES doubles its service to 
you. During the third week of January you i i 

new mid-month tabloid issue: especially written for sup 

on the selling side. 


As a leading feature, this fir 
—how to sell them, where to sell them— 
saleable new items in this line. 


And in addition—@ wide range of selling helps on other impor- 
tant products ws eatures tO catch your interest --° cartoons 
to make you laugh --° every month one more big helping of 
;nformation to boost commissions for salesmen and theit bosses 
in every territory- 


aAruet at 
Norfolk 
(Costin! 


It will pay you to follow the regular mid-month issue of 
Thrill? Whe MILL SUPPLIES. 


Out the week of January 23! 
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W-S 
FORGED 
STEEL 


FITTINGS 
for 


HIGH TEMPERATURE 
HIGH PRESSURE 
SERVICE 


W-S Forged Steel Fittings offer definite 
advantages in terms of long life and low 
maintenance. By stressing these benefits 
—to power plants, chemical and hydrau- 
lic plants, in fact wherever pipe lines 
carry oil, gas, steam, water, or ammonia, 
you can build a profitable repeat order 
business. 

Investigate the liberal Watson-Stillman 
distributor set-up—and the possibilities 
it offers for increased sales and profits. 


The Watson-Stillman Co. 





Roselle, N. J. 





A “Prius” VALUE that will 
help you INCREASE SALES 


When you sell VICTOR Blades packed in the 
new metal boxes with hinged lids you can 
offer EXTRA value to customers without 
EXTRA cost. 

Here are a few of the many “plus” values 
of packing VICTOR “Moly” and Tungsten 
Blades in metal boxes. 

Better Protection for Blades—no more 
lost or damaged blades due to broken-end 
cardboard containers. 

Convenient to Use—double hinge, double 
grip-lock lids give easy access to blades. 

Occupy Less Shelf Space—metal boxes 
require 20% less space on stock shelves or in 
drawers than cardboard containers. 

Instructions Always Handy—suggestions 
for proper use and correct selection of Victor 


VICTOR SAW 


Blades plainly printed on inside and bottom 
of boxes. 

Lithographed in attractive colors, these 
modern copyrighted metal boxes make an im- 
pressive display. When empty are useful to 
customers for odds and ends. 

Customers everywhere recognize the many ad- 
vantages of packing VICTOR Blades in metal 
boxes and welcome this added value to the 
famous VICTOR “Moly” and Tungsten Blades. 


PACKED IN MODERN METAL BOXES 


TUNGSTEN 
& 
MOLY 


WORKS, INC. 


Middletown, N. Y. 
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Meet William L. White, president of 

White Supply, Waterbury, Conn. His 

company has been showing rapid growth 
since its establishment in 1933 


Clapp Elected President 
N. Y. Hardware Trade Club 


At its last meeting of the year 
held at the Railroad Machinery Club, 
Hardware Trade Association of New 
York elected Warren E. Clapp as its 
president. Mr. Clapp served as first- 
vice-president for the past year. 

Other officers elected were: R. E. 
Doti, first vice-president; M. C. Har- 
riman, second vice-president; F, A. 
Scholl, third vice-president; W. W. 
Edwards, chairman of the board; 
H. L. Gilliam, chairman executive 
committee; W. E. Hansen and C. D. 
Merritt, directors. E. S. Norvell 
will continue as secretary-treasurer. 


Bethlehem Buys Tulsa Firms 


Bethlehem Supply Corp., a subsidi- 
ary of Bethlehem Steel, has_pur- 
chased International Supply Co. and 
Oklahoma Iron Works, affiliated con- 
cerns of Tulsa, Okla. A large part 
of Bethlehem’s oil field line will now 
be manufactured in the Tulsa plant 
and sales activities enlarged through 
field stores formerly maintained by 
International. Activities of the three 
concerns will be consolidated under 
the Bethlehem trade name, the offices 
will be in Tulsa and Guy A, Thomp- 
son will continue in the capacity of 
Bethlehem Supply Corp 


Ayres with Bethlehem Supply 


New sales manager with the Beth- 
lehem Supply Corp. is Roscoe G. 
Ayers. He had been with National 
Supply Co. for 17 years before com- 
ing to National Supply. He is a 
registered professional engineer. 








No. 00 Pipe %” to 34” 
Bolts 5/16” to 1” 


No. 11 Pipe %” to 1%” 
Bolts 1%” to 1” 


No. 12 Pipe 14” to 2” 
Bolts 7%” to 114” 


“TOLEDO” SMALL TOOLS * 
FOR PIPE AND BOLTS 


A strong demand for small, well designed 
ratchet threaders makes a ready market for 
“TOLEDO” Small Ratchet Pipe and Bolt 
Threaders. 


Your customers can be assured of quick die 
change, ease of operation, low up-keep and 
durability with “TOLEDOS.” 


No. 00 adjustable pipe and bolt die heads 
give easy, quick, accurate adjustment of 2 
to 4 turns on pipe and 1/64” on bolts. A 
decided advantage when over or undersize 
threads are desired. 


Literature giving complete details with illus- 
trations furnished on request. 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE & DISPLAY, 72 LAFAYETTE ST. 


“TOLEDO” 
a> 
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will sell 
in 1939 


@ They are an economical 
purchase—with extra long 
life built into their All- 
Steel construction. 

They seldom are idle for 
need of repair—again All- 
Steel construction benefits 
the buyer. 

They maintain a minimum 
repair and replacement 
expense—due to All-Steel 
construction and exclusive 
features of design. 


Be sure you are equipped 
with Catalog "P” 

















THE HARRINGTON 
COMPANY 


17th and CALLOWHILL ST. 
Philadelphia Pa. 


One of the neatest stock arrangements 

you'll find anywhere is at Squier, Schill- 

ing & Skiff, Inc., Newark, N. J. Here 

you see a part of its large stock of brass 
and bronze bars 


Shakely Heads Petroleum 
Suppliers Association 


J. L. Shakely, president of Frick- 
Reid Supply Corp., Tulsa, Okla., was 
elected president of the Petroleum 
Equipment Suppliers Association at 
a meeting held in Chicago. Whar- 
ton Weems of Houston was re-elected 
executive secretary and counsel. 

Directors for the Southwestern 
district who were elected at the 
meeting are: W. L. Childs (Reed 
Roller Bit), W. J. Morris (Conti- 
nental Supply), S. P. Brown (Hughes 
Tool Co.), J. T. Crotty (Republic 
Supply), T. T. Word (T. T. Word 
Supply Co.), and E. W. Gildart 
(Norvell-Wilder Supply). 








Oldest In The U. S. 


(Continued from page 30) 








fore, & sharpening a coulter—six 
shillings, six pence,” “to cash paid 
you in Lancaster (at ye Faire), 
three pounds, ten shillings.” 

Other pages produce further en- 
lightenment for the research stu- 
dent. There is a balance for Simon 
Brand who cut 30 cords of hickory 
wood “on my own victuals”—in 
other words, Mr. Brand was fed 
by the boss while on the job. 
“Wild John Furey” was evidently 


a town character to be reckoned | 


with, for shortly after 
charged with a consignment of 
rum, he was next required to pay 
for two broken windows. 

Time has brought transition to 
names which appeared on the orig- 
inal books, although the families 
have remained in the district ever 
since. Isaac Hertia, a wheelwright, 
was an ancestor of the present 
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MARVEL 


Tomorrow’s 
Blades Today e 








Thousands of users; 
in fact, everyone who 
knows cutting steels 
and tools recognizes 
that MARVEL High- 
Speed - Edge Hack 
Saw Blades are far- 
and-away the finest 
that can be made— 
that there is no equal 
steel —that only the 
patented composite 
MARVEL Blade can 
have this cutting edge 
and at the same time 
be positively unbreak- 
able in fact. Heavy 
duty high speed, au- 
tomatic production 
sawing machines have 
been made practical 
only because of MAR- 
VEL’S high speed and 
unbreakable qualities. 
The cutting edge is 
of 18% Tungsten 
High Speed Steel, 
welded by a special 
process to a tough al- 
loy back. Thus they 
are made _ positively 
unbreakable. 


Tough Alloy 
Steel Body 


69% Tees- Patented Integral 
Weld 


’ Because they offer the 
Fast Selling finest edge, are safe, 
shatter-proof and economical . . . because they 
make practical increased speeds, feed pressures 
and blade tensions, these blades are preferred 
wherever introduced. Because they have no equal 
or substitute, they sell, repeat and build profits. 


Write for Catalog 


ARMSTRONG-BLUM MFG. CO. 


"The Hack Saw People” 
5753 Bloomingdale Ave., Chicago, U.S.A. 

















STRON 





Sell where you couldn't sell before, 
make profits you haven't made—Sell 


ARMSTRONG WRENCHES 


If you sell ARMSTRONG WRENCHES you will sell more 
Wrenches for "ARMSTRONG" on tools is universally accepted 
as proof of highest quality, and many wrench buyers will have 
no others. 


ARMSTRONG Wrenches give you more to sell—stronger 
steels, proper heat treating, improved designs, accurate mill- 
ings, finer finishes, perfect balance and inherent tool sense, and 
really complete lines—Detachable Head Socket Wrenches, with 
ratchets and handles from 5.32” to 234”; Bridge Ratchet 
Wrenches with socket openings to 5”; Chrome Vanadium Box 
Socket Wrenches in 9 patterns—sizes from 34” to 3!/2”: Hol- 
low Screw Wrenches—thin wrenches, thick wrenches, heavy 
wrenches or light, car wrenches, machine wrenches, structural 
wrenches and spanners—over 50 different types, actually thou- 
sands to pick from, for each is made in all sizes. 


Standardize on ARMISTRONG TOOLS for increased sales and 
profits. ARMSTRONG TOOL HOLDERS, ARMSTRONG 
WRENCHES, "C" CLAMPS, LATHE DOGS, MACHINE 
SHOP SPECIALTIES and "ARMSTRONG BROS." PIPE TOOLS 
all quality tools that build repeat business and sell each other. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People" 
305 N. FRANCISCO AVE. CHICAGO. U. S. A. 
Eastern Warehouse and Sales: 199 Lafayette St., New York 
SAN FRANCISCO LONDON 





Write for Catalogs 
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2 for 1 
GUARANTEE 


along to your 


~ 
Pass this 


customers 





— 


Any Dart Union that doesn’t make 
good on the job we'll make doubly 
good, We'll replace it two for one. 
That’s why your customers are always 
sure of honest, dollar for dollar serv- 
ice with Dart Unions. And that gives 
you a strong, backed up sales point 


when you sell Darts. 


We're safe in 


making this guarantee because Darts 
have two bronze seats, accurately 
ground to a true ball joint, that gives 
leakproof seating under repeated use; 
because Dart bodies and nuts with- 
stand pipe strains, wrench abuse, cor- 


rosion . 


. . because every Dart is in- 


dividually tested before leaving the 


factory. 


Add up the facts and send 


for Dart’s jobber policy. 


) 


The 





E.M. DART MFG. CO. Providence, R. |. 


hil 


il 


Sales Agents: 

Fairbanks Company, New York 
and all! branches. 
Canadian Factory 

Dart Union Company, Ltd., 





Toronto, Canada. 


S 








Hershey family. The name Keyse, 
a shoemaker, has now become 
Heiss ; Fouts is now Pfoutz ; Spen- 
clar is Spencer; Haire is Herr; 
Kilhover has become Kilheffer. 
Even though the distributor in 
those days was called an iron 
monger, and shoed horses and 
sharpened plows for the townspeo- 
ple, as well as acting as loan banker 
for someone pinched for cash at 
“ye faire,” it was a beginning, and 
here is the firm that made the start. 








Detroit Meeting 


(Continued from page 17) 








other uncontrollable cost  fac- 
tors?” ; Horace Armstrong, asking 
“How can distributors secure a 
larger volume of business now 
going direct?” and H. A. Bokram 
(B-H Tool & Supply) who asked, 
“Should distributors refuse to sell 
lines of manufacturers whom they 
do not represent ?” 

A luncheon in the ballroom was 
attended by all visitors. One of the 
outstanding features of the entire 
meeting was the address delivered 
by W. J. Cameron, Ford Motor 
Co. Following Mr. Cameron’s 
talk, remaining business of the 
meeting was conducted over the 
lunch tables. M. W._ Dallas 
(Atkins) gave points on the effec- 
tive utilization of manufacturers’ 
advertising material, and Charles 
FE. Allinger (Chas. A. Strelinger 
Co.) gave a report for the enter- 
tainment committee which is work- 
ing out plans for the convention 
cruise aboard the Bremen to Ber- 
muda next May. 








Man Power, Home Grown 
(Continued from page 21) 








ings are kept, and also a record is 
kept of those who turn in or fail 
to turn in their papers after 
each meeting. Being conscientious 
about attending class and doing 
the required outside work, small 
though it may be, counts in rating 
the boy at the end of the course. 
At the conclusion of the training 
course, a written examination is 
given. “We are still making 


| changes in the type of examina- 
) 
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WINNING CONFIDENCE 


and 
KEEPING IT 


TOP-NOTCH 
DISTRIBUTORS 
RATE 
UTICA 
TOOLS as 
“TOPS” 


Outstanding proof of UTICA 
acceptance lies in the ever- 
growing number of A-l Dis- 
tributors who handle the Utica 
line. 

This evidence of confidence in 
the line by leading mill supply 
houses and its profit-building 
is the direct result of the 
dependable service UTICA 
TOOLS give in the hands of 
countless users. 

Forty years of quality tool 
mcking are behind UTICA. 
Small wonder they rate “TOPS” 
with top-notch distributors. 


UD 


FOR TOOL MILEAGE 


Ue ow .\ 


DROP FORGE & TOOL CORP. 
UTICA, N.Y., U.S.A. 





This campaign reaches 
more than 35,000 Con- 
sulting Engineers, Ar- 
chitectsand Heating and 
Ventilating Contractors 
every month, through 
Heating & Ventilating 
Magazine, Heating, 
Piping & Air Condition- 
ing and Architectural 


Record. 


This message ap- 
pears in the leading 
Power Plant, Indus- 
trial Engineering, 
Purchasing and Re- 
finery publications 
with a total monthly 
circulation of over 
200,000. 





sets the stage 


for a BIG valve year! 


FROM GOOD POWER HOOKUPS .. . T0 GOOD VALVE PRACTICE 


FOR BOILER CONNECTIONS... fonkend RECOMMENDS... 


{ REFERENCE CHART FOR FINEINS FIGURE NUMBERS | 
aia a I a 
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IN VALVES UAZACFEZ GIVES YOU EVERYTHING 


Every month, this two page spread campaign in color, reaches more than 
20,000 Operating Executives and Engineers who read Power Magazine. 


MILL SUPPLIES © JANUARY 1939 















to your 
Customers 


During 1939 Schrader Products 
will be advertised in: 























Industrial Equipment News 





Factory Management & 





Maintenance 








New Equipment Digest 
Mill & Factory 
National Safety News 























Safety Engineering 


























Schrader compressed air acces- 
sories, blow guns, press pneu- 
matic safety control and 
hydraulic pressure gauges are 
in demand in practically 
every plant. Schrader’s new 
sales plan provides full pro- 
tection for stocking distribu- 
tors and at the same time 
allows a profitable margin 
for pick-up dealers. Write 
for full information. 






















































































Valve 

















recommend... 









































points. 












































tributor and user. 

















The Kennedy Valve Mfg. 
Elmira, N. Y. 
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A. SCHRADER’S SON, Division of Scovill Manuf 


you can conscientiously 


because Kennedy Valves are 
skillfully designed and hon- 
estly made, with distinctive 
features that are not merely 
sales points but service 


Kennedy Valves are sold 
to industrial plants only 
through supply houses, and 
are backed by 61 years 
of square dealing with dis- 


Write for the Kennedy Catalog 


KENNED 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 





Schrader’s January Message 


IN HUNTING 
FOR AIR LEAKS 
\, YOU OFTEN: 
Wiha " FIND 
_~ Si 
- — 
GES 
a lower your costs of handling air, by avoidi 
 pittalls that are frequently Present in i - Sa 


n both old and new 


sc H RADE R pe — Finding these “leaks” is like 
Mak nding real money. 
ES: The Free Booklet 


Blow Gane 





“AIR - TIGHT: 
Kives you 10 simple 
methods to track 
down all air leaks, 
Send for your copy. 





N 
—d 


Schrader 


A. SCHRADER’S SON Dept. 1EN BROOKLYN N.Y 


Division of Se 
ov ompany, Incorporated 





in Manulacturing c 


AEG US PAT OF 





acturing Company, Inc., BROOKLYN, N. Y. 





Co. 
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tion,’ explains Mr. Parker. “But 
even the first was successful in 
that it showed how much some 
boys had benefited from the class 





and, unfortunately, how little a 
few others had been helped. The 
former group, naturally, will get 
lots of opportunity to advance in 
our organization. In fact, the top 
four boys already have moved up 
to better jobs. Naturally, it is not 
possible in an organization of this 
size to make regular promotions 
on a wholesale scale, but when 
openings do occur we can put our 
finger on the exact man for the 
job. 

“The average ‘student’ in our 
present course has been with us 
two years,” continues Mr. Parker. 
“It’s not strange that we have un- 
earthed some ‘sleepers’-—boys who 
have been here, unnoticed, a long 
time, and to whom we should have 
been paying more attention. Other 
important things, too, are revealed. 
For example, the first examination 
contained a simple problem in 
figuring discounts. Only two boys 
out of the twenty had the right 
answer! Yet, some of these same 
people are, or soon will be, giving 
quotations over the telephone! It 
behooves us, therefore, to see that 
everyone is made familiar with 
the ways of figuring discounts. 

“This is only one of the lessons 
we ‘professors’ have learned. An- 
other important one is that in the 
future the company must be more 
careful about its hiring. Too 
often, heretofore, we hired a boy 
merely to fill a routine job that 
was open, without looking ahead 
to see whether or not his natural 
abilities were such that, some day, 
he could hold a more important 
position. We have become especi- 
ally conscious of this now, and 
our latest recruits are decidedly 
of a higher calibre. 

“By and large, however,” Mr. 
Parker will tell you, “I think the 
biggest dividend we get from the 
training course is the improved 
spirit shown by the boys them- 
selves. In the words of one of 
them, ‘Once I felt that I just had 
a job at Moore-Handley. But now 
I feel that the company is inter- 
ested in me and wants to help me 
advance.’ When a boy feels that 
way about his work, it would be 
difficult for another firm to hire 
him away. And as a matter of fact 





lta’ Zip 


When Territories Extended ‘BEYOND THE RAILHEAD”’ 


Distributors Were Selling These Files 


When, in 1864, Nicholson File Company introduced quality files 
made by machine, distribution, too, was at the dawning of a new era. 
Many times, the distributor’s problem was bow an order could be 
delivered, rather than when. But the shipments went through! 
With the help of distributors, Nicholson File Company’s quality pro- 


duction made fine files available to industry’s remotest outposts. 


This company has enjoyed ever-increasing dealer representa- 
tion and steadfast dealer loyalty during every one of the seventy- 


five years since its founding. And not by chance... but as a  iehereiey 


MACE IN ULE 


result of an intelligent and fair dealer policy and the main- 
tenance of highest standards of quality and uniformity in every 
file that bears our brand. Nicholson File Company, Providence, 
Rhode Island, U.S. A. Canadian Plant, Port Hope, Ontario, Canada. 


A FILE FOR EVERY PURPOSE PATENTED 


NICHOLSON FILE COMPANY 


PIONEERS IN QUALITY PRODUCTION 
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“PALMETTO 


A Modern Packing for Present-Day Conditions 


CONSUMER ACCEPTANCE 


of our brands is an established fact, 
and this vital aid to sales is 
assured the distributors and their 
representatives who sell our packings 


Service to the User and Co- 
operation with the Distribu- 
tor are Living Truths to Us. 

















Information and Sales Helps 
Are Yours for the Asking 


GREENE, TWEED & CO. 


SOLE MANUFACTURERS 
109 DUANE STREET, NEW YORK 

































3 REASONS WHY INDUSTRY IS BUYING 


BRA 


SELF-LOCKING HOLLOW SET SCREWS 
CAN'T VIBRATE LOOSE 








PREVENT BREAKDOWNS 
AVERT ACCIDENTS 








There’s a big demand for the new 
“Unbrako” Self-Locking Hollow Set 
Screws. Ingenious knurling on the cup 
points automatically and so surely locks 
them in place, when tightened in the 
normal manner, that no amount of shak- 
ing, jarring or vibration will loosen 
them. Maintenance men can entirely 
neglect them without cause for alarm. 
Yet, these screws can be easily removed 
for adjustment if desired and re-used 
again and again, indefinitely. Tests 
made in innumerable mills and under 
all conditions prove these facts. 


Write. Let us tell you how you can 
profit by selling them. 


STANDARD PRESSED STEEL Co. 














BRANCHES JENKINTOWN, PENNA. BRANCHES 
See the Point BOSTON CHICAGO 
at an he DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 



























MILL SUPPLIES @ JANUARY 1939 


not one has changed jobs since the 
plan was started. 

“Frankly,” sums up Mr. Parker, 
“our first training class was purely 
an experiment. The second one, 
which is in progress now, is defi- 
nitely not an experiment. The idea 
is here to stay. We know it’s 
right. What’s more, the boys who 
have been selected are for it en- 
thusiastically. They are learning 
—but so are we. It’s almost un- 
believable what we are finding out 
about the people who make up our 
organization. And we are a lot 
more confident about the future of 
Moore-Handley !” 








Cruise Bookings Pass 500 


(Continued from page 23) 








arrive in New York a week early 
in order to take in the World’s 
Fair, which opens April 30. When 
the Bremen blows her “All 
Ashore” whistle and swings out 
into the river, the cream of the 
supply industry will be on board 
for five days and six nights of 
constructive meetings and a darned 
good time. 

The executive committee has 
drawn up a comprehensive and 
intelligent program that will cover 
most of the problems of the dis- 
tributor. The entertainment com- 
mittee guarantees that there won’t 
be a dull moment on the boat and 
Bermuda, although only forty 
hours away, is thousands of miles 
away in atmosphere—a real vaca- 
tion paradise. 

The island offers a world of out- 
door sports—with splendid golf 
courses, tennis courts, game fish- 
ing, sailing, coral bathing beaches, 
horseback riding and_ cycling. 
There will be special tenders and 
trains to accommodate Cruise 
passengers. Shore activities have 
been arranged and wives will make 
a bee-line for the Bermuda shops. 

Now that the first of the year 
has passed, extra reservations will 
be accepted and _— staterooms 
assigned as fast as the orders come 
in. There are plenty of rooms left 
in the lower price brackets, but the 
best ones are being snapped up. 
Thos. Cook & Son, who are han- 
dling all the arrangements, recom- 
mend that any member or com- 








POWELL VALVES 


rou we. PORELE te CA NC eRe. OHI 0 
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What do they think 







McGraw-Hill’s new Editorial 
Program points the way to 
better understanding between 
your company and its workers, 
customers, and community 






HE VERY FUTURE of your business may depend on 

what “they” think of your firm—on what im- 
pression it is making on its workers, customers, and 
community. In order to help business leaders in the 
complex problems of dealing with their ‘“‘publics’’ the 
McGraw-Hill Publications launched in October a con- 
centrated editorial program on Public Relations. 

E«ch McGraw-Hill publication will present from 
mow on a complete program, based on the general 
McGraw-Hill public relations plan . . . but tailor-made 
to fit its own segment of industry. 

The McGraw-Hill publication edited for your needs 
will continue to report the news from the industrial 
front on products, machinery, markets, and methods 
. -. but in addition it will supply specific material on 
dealing with your workers, your customers, and your 
community—successfully. 


TEAR OUT—MAIL TODAY! 


McGRAW-HILL PUBLISHING COMPANY 
330 WEST 42np ST., NEW YORK CITY 


( ) Please send me a sample copy Off................0000000080 
isabacistaseaciialis cei ipaiicieesideeeeeibammesainieamaint without obligation to me. 





’ 


Since the opening of this concerted Public Relations Program in 





McGraw-Hill Publications, a most gratifying response has been re- 

corded. Thousands of reprints have been ordered, and commendatory 

letters have been received from hosts of readers. Here are a few 
significant excerpts from typical letters, 


“I am very glad to note 
that you are going to make 
a special effort to bring 
American business before 
the public in a little better 
light.” 

H. T. Dyett, President 

Rome Cable Corp. 

Rome, > 


“I am certain the articles 

presenting the various prob- 

lems of the aviation indus- 

try will aid materially in 

increasing public interest.’’ 
Paul H. Brattain, V. P. 
Eastern Air Lines, Inc. 
New York, N.Y. 


“We appreciate your treat- 
ment of this subject in 
your October 8th issue and 
are studying it with a 
great deal of interest.” 
F. A. Coffin, V. P. & 
Sales r., Wisconsin 
Electric Power Co. 
Milwaukee, Wisc. 


“Local group already organ- 
ized to tell story of indus- 
try to citizens of Worcester 
... the chairman of this 
committee told me that he 
expects the McGraw-Hill 
public relations program 


McGRAW-HILL 


will be a great help to him 
in carrying on the local 
work.”’ 
A. C. Higgins, Pres. 
Norton Company 
Worcester, Mass. 


“Am sure anyone getting 
the American Machinist 
and reading this insert will 
be greatly benefited...am 
having it sent to quite a 
number of our executives.” 
B. B. Quillen, Pres. 
Cincinnati Planer Co. 
Cincinnati, Ohio 


“You and your associates 
deserve the congratulations 
and the gratitude of the 
entire industry for having 
prepared what, in my opin- 
ion, is the most complete 
and comprehensive state- 
ment of a sound and con- 
structive public relations 


program for our industry, 
that I have ever seen. You 
have approached the entire 
subject from a very prac- 
tical point of view, elimi- 
nating all the ballyhoo and 
the window dressing with 
which so many public re- 
lations efforts are all too 
a. burdened... .” 
T. M. Forbes, Sec'y 
Cotton Mfg. Assn. 
of Georgia 


“I shall take it upon my- 
self to see that the officials 
of the Company connected 
with my Department read 
this section and shall also 
call the attention of the 
members of our Scale Com- 
mittee to the October Issue 
of Coal Age...” 

 & . VP. 

Pittsburgh Coal Co. 

Pittsburgh, Pa. 


In order that you, your firm, and your 
industry may also profit from this new 
program, we will send you a free sample 
copy of the McGraw-Hill publication spe- 
cifically edited for your needs. 


PUBLICATIONS 


AMERICAN CONSTRUCTION ELECTRONICS MILL 
MACHINIST METHO ENGINEERING SUPPLIES 
AVIATION EQUIPMENT and POWER 
Bus ELECTRICAL JOURNAL ENGINEERING 
TRANSPORTATION = CONTRACTING ENGINEERING RADIO 
BUSINESS ELECTRICAL NEWS-RECORD RETAILING 
MERCHANDISING FACTORY TEXTILE 
CHEMICAL MANAGEMENT WORLD 
on ELECTRICAL on TRANSIT 
eer SiCAL west MAINTENANCE JOURNAL 
ELECTRICAL FOOD WHOLESALER’S 
COAL AGE WORLD INDUSTRIES SALESMAN 
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pany who expects to sail on this 
cruise, or anyone who wants extra 
space, will be wise to make his 
selections now. The simplest and 
surest way to do this is to make a 
selection from the chart of the 
Bremen, attach a second and third 
choice, enclose a check for $25 per 
person and mail it to Mr. H. H. 
Allen, Thos. Cook & Son, 587 
Fifth Avenue, New York. 








Given ‘Em The Juice 


(Continued from page 25) 








crete, brick, tile, leather, textile, 
or what have you. It is often 
these shops which work out the 
equipment to handle a particular 
process problem. If they are 
familiar with the capabilities of 
electric tools, they are just that 
much more likely to make use of 
them—so it’s up to you to watch 
for unusual or special uses and 
then to pass the good word 
around. They all want suggestions 
made in the right way—and will 
reciprocate by making more use of 
portable tools in their own regular 
ntaintenance work. Those uses 
parallel the similar production 
uses in a metal-working plant, be- 
cause most of them deal with 
ietals, or with wood that is used 
in conjunction with metal. 

Let’s just take a stroll around 
some typical metal-working plants 
and find some common portable- 
tool uses. First, there’s the machine 
shop or die shop. Portable electric 
tools are essential there for all 
sorts of operations. The big port- 
able drill does drilling and reaming 
operations in machine parts, dies, 
fixtures, racks, conveyor parts, 
etc., where the job is too big or 
clumsy to get to a drillpress, or 
where an assembly is partially 
completed and the machinist 
doesn’t want to disassemble it to 
lrill or ream one particular hole. 
The electric hammer is used for 
chipping dies, for removing scale 
or rust, for cutting an edge off 
heavy sheet metal, for peening, 
riveting and tamping, even for 
driving big spikes or bolts through 
supporting blocks or frames. If 
there are complicated dies, jigs or 
fixtures in process of assembly, 
there should be an electric screw- 
iriver to drive in machine screws. 








PUSH THESE PROFITABLE 
LINES IN 1939 




















DESMOND DRESSERS & CUTTERS 


The majority of plants use and prefer these 
Dressers and Cutters. With our complete line 
you can serve all of their wheel dressing 

requirements. Write for catalog and 
price sheet. 


5 


SIMPLEX 


Steel Slide 


VISES 






Stronger 
and more 
serviceable than 
iron slide vises, you 
will find Simplex easier 
to sell. Ask for catalog and complete information on 
these modern vises. 











THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 

















Who Is Getting 
THOSE PUMP ORDERS? 


Somebody is. That's a certainty. And, you might say. 
from under your very nose. For almost every plant in 
your territory is using one or several types of pumps. 
And more and more pumps will be sold as conditions 
continue to improve. And each sale of a pump—when 
it's Roper made—produces a very definite profit. 


Sell the Markets that 
Belong to You 


These markets for Roper pumps 
belong to you. You can sell 
them, No question about it. 
That's why we have adopted 
our distributor policy. We be- 
lieve in the distributors’ sales- 





TWO-WAY man. Let us tell you why you HAND 
Here ts Fig. 4210, » can do a real job with the TRANSFER 
Roper Two-Way Ro- Roper line. This is one of the 


tary Coolant Pump 
for handling oil, 
water or compound 
on machine _ tools. 
Furnished with built 
in automatic relief 
vaive. Lots of oppor- 
tunities in your ter 
ritory with this num 
ber. 


, ry Pumps 
GEO. D. ROPER CORPORATION itis’ udutas ‘wuen as 


Rockford, Illinois 


gasoline, kerosene, 
light oils and other 
liquids in garages, oll 
stations, factories, on 
truck tanks, ete. You 
can sell many of 
these 































































MILL SUPPLIES @ JANUARY 1939 








A PROFIT IN 
EVERY SALE with 


ESSEX 


LUBRICATING DEVICES 


The ESSEX line gives you a wide range of 
selling opportunities—mines, oil fields, auto- 
mobile and machine shops, textile mills, 
large industrials and factories of all kinds— 








it can well be said “we oil the wheels of Water = eS 
industry.” 

Don't let those lubricating device sales go 

somewhere else —sell ESSEX. A correct WE MAKE 

type for any lubricating need. Other Essex OIL CUPS 

devices such as the water gauge and the oOlL PUMPS 


air pistol pictured here are also lucrative 


. GREASE CuPS 
sales items. 


OILING DEVICES 
ESSEX is known the country over—our repu- LUBRICATORS 
tation makes your selling easy and the qual- 
ity of our products makes satisfied cus- FOR 
tomers. The result is good, sound sales with 


steady profit. Start selling ESSEX today! GAS ENGINES 


STEAM ENGINES 
AIR COMPRESSORS 
MACHINERY 

















‘Pilot’ Glass Body 
Sight Feed Oi! Cup 


ESSEX 


BRASS CORPORATION 
2000-2006 Franklin St. 
DETROIT MICHIGAN 


Mfrs. of “Michigan Lubricators”’, "'General 
Brass’ Water Gauges, ‘'Essex'’ Brass Goods 




















It’s time to take PROFIT on 


CONDENSATE 
BUSINESS 


Here is your market: 


Laundries @ Dairies © Dry Cleaners 
® Greenhouses @ Heating Plants ¢ 
Processing Plants 





CONNERSVILLE 


AUTOMATIC BOILER SERVICE UNITS 


Are engineered right _ priced right and sold by leading mill 
supply houses in the United States and Canada. Check in on this easier 
selling, higher profit line NOW. Write for complete catalog and prices. 





For over 50 years builders of pumps for industries and home water systems. 


- ROOTS-CONNERSVILLE BLOWER CORP. 


woe MO eRe VTE € tN BI ANA 
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A big portable grinder comes in 
very handy for removing scale, 
smoothing and shaping hard-to- 
reach surfaces on dies or fixtures, 
cleaning up welds on racks after 
welding, smoothing casting sur- 
faces, and for dozens of similar 
jobs, including wire-brushing off 
paint, sand and scale, and buffing 
up polished elements. The little 
portable grinder is much more 
convenient for touching-up dies, 
for shaping small areas, and so on. 
Either, with the proper attach- 
ments can be used for rotary filing 
or surface milling. 


Either in the machine shop, or 
in the sheet-metal shop, they'll 
need the power nippers to save 
cutting time on sheet-metal parts. 
They'll use the electric blower for 
cleaning parts and motor wind- 
ings, for providing temporary 
blast, and for similar jobs. 

Up in the pattern shop, they can 
use an electric screwdriver or two 
in assembling templates and pat- 
terns, a belt sander, maybe a disk 
sander, and several electric saws. 
These saws save steps and waiting 
time at the shop crosscut saws. A 
blower will find regular use to 
keep sawdust or wood chips off a 
line to which the patternmaker is 
working. If the company uses 
metal patterns, the grinders, big 
and little, and the drills find par- 
ticular use. 

Out in the shop, the portable- 
tool uses are legion, and vary with 
the class of product. If the com- 
pany makes light metal assemblies, 
they'll need screwdrivers, sheet- 
metal cutters, small nut-runners, 
big and little grinders, drills and 
reamers. They’re used all through 
the process, and it’s your job here 
to be sure there are enough tools 
and enough accessories so no pro- 
duction time is lost while one man 
waits on another or on a tool 
change. On the assembly line, in 
particular, it is economical to have 
a battery of portable electric tools, 
one carrying each size of nut run- 
ner needed, one each size of screw- 
driver, or one each size of drill. I 
have seen as many as six portable 
tools at one particular operator’s 
station, each equipped with a dif- 
ferent tool head and each hanging 
from its own support. There are 
special supports, too, which you 
should be familiar with, such as 
the feedrail which provides elec- 
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Stran 


FLEXIBLE SHAFTS 
AND MACHINES 


Ve to 3 HP. 


WHY 


it that large 
and successful in- 
dustries always 
purchase the best 
and highest price 
equipment? 


BECAUSE 


they know the 
best and highest 
priced is the 
cheapest. 








That's why N. A. Strand & Co., have served 
this class of industries successfully for more 
than thirty-four years. 


Write for Catalog 


N. A. STRAND & CO. 


MANUFACTURERS 
5001 No. Wolcott Ave., Chicago 





BALL. BEARING 
LOOSE PULLEYS 


Suet she, 


A PROFITABLE 
LINE TO SELL 


When you point out the distinct ad- 
vantages of Daggett Ball Bearing 
Pulleys to the user you will see what 
we mean by "a profitable line to sell.” 
Every plant wants to save on shut- 
downs—on power costs, on oiling time 
and you can help them. If you want 
a profitable line to sell DAGGETT is 


the answer. 


CHICAGO PULLEY G&G 


SHAFTING CO. 


N. Des Plaines St. CHICAGO, ILL 


















| plant, making railway cars or steel 








7 tric power from the rail itself to a 


trolley from which the. tool hangs, 
thus eliminating long extension 
cords, with their attendant danger 
and inconvenience ; or the counter- 
balanced support pulley, which in- 
corporates a balancing spring or 
weight so that the tool can be set 
at any height, the pulley meanwhile 
taking the load so the workman is 
not required to support the tool 
as it works. He can do a much 
better and more-accurate job if 
his principal job is to guide it. 





In the heavier metal-working 


tanks, for example, there'll be little 
need for sheet-metal tools, but 
they'll need even more nut run- 
ners, electric hammers and grind- 
ers. In assembling a wood-sided 
gondola car, for example, it’s con- 
ventional to use nut runners in- 
stead of running the nuts up by | 
hand. The grinder is essential to 
remove little projections or edges 
that cause assembly difficulties. 
The reamer is essential to line up 
punched holes for riveting. The 
screwdriver is necessary if there 
are any big screws to be put into 
assembly. Other tools will work 
in tool, depending upon the partic- 
ular products. 


In machine manufacture, all the 
way from machine tools to auto- 
mobiles, the whole line of electric 
tools finds use. Grinders smooth 
| up parts for assembly, clean up 

rough spots before painting, re- 

move rust, smooth welds. With 
buffing wheels, they clean up the 
small, hard-to-reach areas. Sand- 
| ing disks and buffing disks clean 
up auto bodies, machine guards 
and housings, and do a multitude 
of similar jobs. Drills take care of 
special drilling, countersinking, 
reaming for alignment, and so on. 
Electric hammers do light riveting, 
chipping, peening. Nut runners 
and screwdrivers handle assembly. 
Rotary files do special shaping. 
Electric saws cut everything from 
wood parts incorporated in the 
assembly to the blocks which sup- 
port the finished machine in its 
crate or in the railway car or truck 
which takes it away. Sheet-metal 
cutters help make guards, tank 
covers, and other light-gage parts. 
Electric mixers keep paint or other 
finishes, plating solutions, ete., 
mixed or agitated. Blowers handle 
special cooling or ventilating, and 
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in 1939 


| dition 


| a precision grinder for every 


| made 
| dealers are handled by the es- 


You can 


Do More 


with 


Because: 


Dumore has the only really 
complete line of lathe and 
hand grinders. The recent ad- 
of the No. 14 ‘‘Tom 
Thumb’’ model now provides 
the Dumore distributor with 


prospective user. It is made to 
sell to garages, small machine 
shops, home workmen, inven- 
tors, etc. 


Because: 


Dumore selects a limited num- 
ber of dealers in a trading area 
and protects them by maintain- 
ing a price differential. Sales 
through _non-stocking 


tablished distributor and both 
share in the profits. 


Because: 


Dumore cooperates — doesn't 
compete—with the distributor. 
Definite resale prices assure 
an adequate margin of profit. 
These are observed even in 
territories where there are no 
| distributors . . . where business 
| is solicited from the factory. 
Dumore’s advertising boosts the 
| distributor. 


“Because: 


Dumore engineers and field 
men are constantly opening up 
“new fields for profit’’ ; 
finding and adapting Dumore 
grinders to new uses. Forceful 
advertising campaigns produce 
prospects who are re- 
ferred to the distributors. A 
| follow-up system of sales pro- 
motion from the factory adds 
continuity to salesman’s calls. 


Dumore's is the only com- 
plete line . . . that can supply 
the new, growing demand for 
money-saving, precision grind- 
ers and, Dumore is the recog- 
nized authority on _ precision 
grinding. Let Dumore adver- 
| tising, fieldmen and experience 

help you in 1939. Write today 
| for the 1939 catalog . . . and 
the distributor proposition. 


THE DUMORE CO. 
Dept. 169-A 


Precision Grinders 


RACINE, WIS. 





99 
5 


904958 





| 


| in some cases remove chips, dust 
or liquid from a deep-drilled hole. | 
If the company has a foundry, , 
you can suggest there some worth- b ° 
while uses for sand-rammers, --- but its true 
grinders, chipping hammers and , 
blowers. In the paint shop, they Victor offers dealers the most 
can use mixers and agitators. And complete line of Textile Belting 
in the power plant they can use 


SWISS PATTERN FILES | blowers, a drill or two, and a | in the country...for transmis- 


MADE IN UNITED STATES grinder. im sion, conveying, and elevating 


So it goes, in any production | 
Industries select their Swiss | | Plant. The uses of electric tools 
are legion—it’s just up to you to 
ferret them out. Many plants al- | 
by this trade mark be-| | ready use them extensively, but 
cause it stands for} | need more. Others don’t know of 
Quality - Service - Plus the less-common tools which you | sive Victor line means a satis- 
i can provide to make a given job | Sed and ‘etiel 
100°, Distributor easier and cheaper. Others haven’t % -” steady customer. 
Sales Policy thought that two tools may halve There is no profit in buying 
the time on a given job, or that textile and balata belting on 
even a whole battery of tools, each the “hit or miss” plan. Con- 
| with its particular job te do, may centrate your orders on the 
save changeover time for drills, most complete line in America 
screwdriver bits, or nut-running -.-the Victor line. 
sockets. Others, such as small- 
pari makers (carburetors, door | VICTOR mite hana 
handles, electrical parts, in particu- 
lar), may not know that a portable | Mnthactinpts wow Vork 
drill set up in a support frame | oe «eee 
' makes a handy, versatile, and in- | eet i ete lemma 
expensive small drillpress. So, 
you tell "em, and sell ‘em. 


It’s saying a lot 








Whether it be for the manufac- 
ture of bon-bons or bushings, 
there is a Victor Belt to fill the 
order. And, what’s more, an 
order filled from the all-inclu- 


pattern file requirements 














COLLIS 


(Answers to questions on page 29) | .. - SOCKETS 


Standard Type 
and 


Use-Em-Up Type 














The satisfactory 











performance of 1. A tap tapered to start a thread | 
and to complete it in a drilled hole. | 
It must pass through to do so—hence | 
repeat orders for its name. 


the distributors who . 2. Three, Nos. 1, 2 and 3. No. 1 
is the “through” tap. 


handle them. 3. No. 3 in the series—full threads LATHE CENTERS 
throughout. Named from the fact 
that it puts in full threads to the 


American Swiss File & Tool Co, | | bottom of a drilled hole. 


ELIZABETH, NEW JERSEY 4. Four. . Carbon Steel Hardened 
5. More, particularly in large 


also 
sizes High Speed Steel Inserted Point 
6. It taps a 4-inch thread with 16 SSS 
threads per inch. This, incidentally, MAGIC TYPE CHUCKS 
is “standard”. AND COLLETS 
7. By means of a squared section DRILL CHUCK ARBORS 
on the shank end. 
j , We are prepared to handle all 
SWIss ene ee oe regular and special requirements 
inch than the standard. of your customers. Prompt service. 


9. No—each cutting edge projects 


FILES OF PRECISION further from the axis than its trail- THE COLLIS COMPANY 











our product creates 








ing edge, because a “clearance” is CLINTON, IOWA 
~- ‘ 
ground off 
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___] EADING 


INDUSTRIAL DISTRIBUTORS TELL 
HOW ADVERTISING 
HELPS THEM SELL #moO%e 
EFFECTIVELY... 





Read what these Leading | 
LG) Se aa 


Industrial distributors from all parts of the country 
agree on the importance of selling plant operating men in 
industrial plants. These men, through many years experi- 
ence in selling to industry, are well qualified to tell how 
advertising in FACTORY benefits them. They welcome the 
assistance of manufacturer's advertising in FACTORY 
because it strengthens their sales efforts to 
industry ... builds acceptance for the products 
they handle ...saves their salesmen’s time. 


WILLIAM A. HAZELTINE 
Manager 
J. E. Hazeltine & Co. 
Portland, Oregon 


**We feel that manufactur- 
ers are rendering us a real 
service when they use 
FACTORY to tell our pros- 
pects and customers about 
their products because our 
salesmen find such products 
are easier to sell."* 


WILLIAM S. MOTTER 
President 
George F. Motter’s Sons 
Supply Co. 
York, Pa. 
**I find that a great many of 
the lines we handle are ad- 
vertised in FACTORY. So 
that those firms who adver- 
tise in FACTORY are defi- 
nitely helping us — helping 
our salesmen."* 


P. 0. BOYLAN 


Sales Manager 
W. M. Pattison Supply Co. 
Cleveland, Ohio 


**We notice that FACTORY 
is read by a great number 
of the men we have to sell 
in order to do business with 
manufacturing plants in our 
territory. We believe this 
advertising in FACTORY is 
helping us a very great 
deal.** 


C. J. AMBROGI 
Manager 
Mill Supply Dept. 

Ford and Kendig Co. 
Philadelphia, Pa. 
"Advertising in FACTORY 
builds recognition for ma 
ufacturers and makes it eas 

er for us to sell their p 
ucts. We are always glad f& 
see products we handle ad 
vertised in FACTORY." 


(All comments reprinted from FACTOR 





Industrial 
FACTORY... 


CHARLES J. SHAW 


General Manager 


Barrett Hardware Co. 
Joliet, Ul. 


"We feel our manufaciurers 
are doing a great deal to 
make our sales job easier 
when they tell our cus- 
tomers about the advan- 
tages of their products in 
FACTORY." 


H. J. VAN VOLKENBURGH 


General Manager 


Johnson-Mandeville Co. 
Newark, N. J. 


"Our customers are factory 
operating men for the most 
part, and the majority of 
them read FACTORY. We 
are convinced that manu- 

who use FACTORY 
for their advertising, render 
& real service to us in build- 
ing up acceptance for their 


JOHN T. POTTS 
President 
The Galagher Co. 

Salt Lake City, Utah 
""We feel that manufactur- 
ers who use FACTORY to 
advertise their products to 
Plant Operating Men in in- 
dustry are building up pres- 
tige and acceptance for their 
products that is of real as- 


sistance to us in our sales 
efforts."* 


A. N. RLEBES 
Co-partner 
Mill Supply Div. 
Rackliffe Brothers Co., Inc. 

New Britain, Conn. 
"*"We are glad to see that 
many well-known manufac- 
turers are advertising in 
FACTORY. This advertising, 
going to the men we have 
to sell, is bound to help us 


C. H. HARDEN 


President 


Charles H. Harden and Co. 
Seattle, Wash. 


"*"We feel that a manufac- 
turer's advertising of his 
products saves our salesmen 
time. When a manufacturer 
advertises in a publication 
such as FACTORY, he is 
helping us educate the men 
who buy on the merits of 
his products."" 


LLOYD SMITH 


Vice Pres. & General Mgr. 
Buford Brothers, Inc. 
Nashville, Tenn. 


"The right kind of indus- 
trial advertising going to 
the right men is always a 
real help to the industrial 
distributor. I am glad to see 
so many of the lines we 
carry being advertised in 
FACTORY. Almost every 


one of these advertisements 
ae 08 


FRANK SUMMERS 


Manager 


Mill Supplies Dept. 
John Pritzlaff Hardware Co. 
Milwaukee, Wis. 


""Advertising in FACTORY 
is doing a real job for manu- 
facturers of industrial equip- 
ment and supplies, and it 
helps the Mill Supply men 
mainly because this publi- 
cation gets attention — and 
action—from the men whom 
we Mill Supply dealers 
must sell — Plant Operating 
Officials."* 


a 


W. T. RYAN 


Vice Pres. 


Cutter, Wood & Sanderson Co. 
Boston, Mass. 


""We like FACTORY ad- 
vertising, for products we 
handle, because FACTORY 
reaches the type of men 
who influence the purchase 
of industria! supplies. Fig- 
ures prove that manufac- 
turers make our job easier 
and more efficient when 
they give us such good ad- 
vertising support."* 





J. R. SCHOENFELD 
Manager 
Mill Supply Dept. 
Schwabacher Hardware Co. 
Seattle, Wash. 


"Our experience has 


proved this fact many times. . 


..we believe advertising in 
FACTORY is especially 
valuable to manufacturers 
whose lines we handle be- 
cause it reaches the impor- 
tant buying men in indus- 
trial plants."* 


ae a 
C. E. GOLLWITZER 


Secretary and Manager 
Pratt-Gilbert Hardware Co. 
Phoenix, Ariz. 


...we get a real “kick” 
out of the messages our man- 
ufacturers carry to the key 
executives of industries in 
our territory in the pages of 
FACTORY magazine. They 


help us immeasurably."* 


A. J. GLESENER 


Sole Owner 


The A. J. Glesener Co. 
San Francisco, Calif. 


**"We have found that adver- 
tising in FACTORY reaches 
the important buying men 
in the plants we contact. 
Advertising well directed 
creates a demand for the 
product advertised that 
makes our job as a distribu- 
tor much easier."* 


A McGRAW-HILL PUBLICATION 
330 West 42nd St., New York, N. Y. 
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10. The central portion of the tap. 
11. No. The numeral 10 means a 
certain machine-screw size, and the 
24 means 24 threads per inch. 

2. White lead or lard oil. 

13. None. 

14. Kerosene. 

15. A mixture of lard oil and kero- 
sene. 

16. The upper, unthreaded portion. 

17. The ball-pein has a_hemi- 
spherical head opposite the flat one, 
the cross-pein, a wedge-shaped head 
at right angles to the handle. 

18. One with lead, babbit, 
or leather striking faces. 


wot od, 


19. The mallet is usually wood— 
and all wood. 


20. 12, 16 and 20 are commonest. 


10-Ib. sledges are used for special 
jobs. 
21. Not necessarily — the spike 


maul, for example, is steel, with long, 
slender heads. 

22. Hickory. 

23. Yes, the shingling hatchet. 

24. The axe blade is parallel with 
the handle; the adz blade at right 
angles. 

25. The adz blade is 
toward the handle. 


curved 

26. Because the adz is swung in 
an are of radius equal to arm length 
plus handle length, and a straight 
blade would not shave off a surface, 


but would dig into it, as an axe blade 
does. 


Sam Supplier's H 


(Answer to problem on page 29) 


Ae 


"a 
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After the Fire 


(Continued from page 19) 






































could be identified for inventory 
and valuation purposes. An actual 
inventory must be taken. We ob- 
jected strenuously. We had no 
access to the upper floors. All 
stairways were burned. The ele- 
vator was in a heap in the pit. The 
fire escapes were barely hanging 
on the outside wall. The building 





















EASY SALES of there now 


Mistake-proof Quick-setting 
all-steel malleable ee 


Rikaib Pipe Threaders 


@ You find quick acceptance of these new 
threaders. Your customers like the new 
durable strength, including the drop 
forged steel cam plates; the choice of two 
nearly automatic workholders, cam and 
plate type, with no bushings. These No. 
65s thread 4 sizes of pipe with 1 set of 
chaser dies. Only 4 dies (instead of 16) 
and they stay in the tool—can’t be lost. 
Sell the smooth fast perfect threading of 
these new FRRIGBAID 65s. Write for the 
whole profit story. 


THE RIDGE TOOL CO. 
ELYRIA, OHIO 








No. 65 RP, ratchet, 
plate type work- 
holder. Threads 


ly, od n 4”, 2” p pipe 


u ith 1 set of dies. 





No.65 RC, ratchet, 
cam yee work- 
holder. Threads 4 
sizes of pipe with 
1 set of dies. 





N 





MAKERS OF THE FAMOUS RIG&ID WRENCH 


ee (Gest pire tootrs 


































































You get the inquiry— 
we'll help you close it. 
Sold through mill supply 


houses everywhere. 


SASSSSSRERRERERE TERRE TRESS ee eee ee eee SSS, 


all five. 


Name 


se off Pa press are oan new bulletins on 
R & M Electric Hoists and Cranes—covering 
a complete line—describing the most up-to- 
date equipment for reducing production costs 
and “Making Your Overhead Pay.” 


7171—Small Electric Hoists 
7272—Electric Worm Hoists 
7373—Large Electric Hoists, Trolleys 
[| Bulletin 7474—Cranes 
[| Bulletin 7575—Winches 





You may have any one of these bulletins—or 
Just check and mail the coupon. 


SSSSRSSSEREESSSSSEERESSEEEEEEEREEEE EERSTE BEBE Ee 


PLEASE SEND 


[| Bulletin 
[| Bulletin 
[] Bulletin 





Firm 





City 


Street Address 








State 


Mail f ROBBINS & MYERS 


HOIST & CRANE DIVISION 
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SPRINGFIELD, OHIO 





SUPER-LINER “BREMEN” 
TWO DAYS AT BERMUDA 


Comfortable rooms 
available at the 
minimum fare of 
$65.00. Wide choice 
at $70.00 to $80.00, 
convenient to baths. 


587 FIFTH AVENUE 


TRIPLE CONVENTION CRUISE 


SAILING FROM NEW YORK MAY 18th 
RETURNING MAY 23rd ON THE 





Averaging 35 bookings per week 
since the Cruise was announced, the 
first 500 have now made reservations 
for the Triple Mill Convention. If 
your firm is not already represented 
on the passenger list, begin the New 
Year wisely and well . . . reserve a 
stateroom on the largest and finest 
liner ever to sail on a convention 
cruise, see Bermuda in mid-Spring. 


Apply to Sole Official Transportation Agents 


THOS. COOK & SON—WAGONS-LITS INC. 


NEW YORK 


Attention H. H. Allen 














102 


CLOVER 


Quality and Service Since 1907 


ABRASIVE-COATED 
PAPERS AND CLOTHS 


GRINDING AND LAPPING 
COMPOUNDS 


CLOVER MFG. CO., Norwalk, CONN. 
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was unsafe above the first floor. 
We considered it an impossible 
task. 

However, they directed us to 
read the clause entitled “ Require- 
ments in case of loss” which was 
in our policy, requiring us to make 
such an inventory, render a sworn 
“statement of loss,” give details 
about the fire, etc. 

According to this clause, we had 
at least 60 days to present our 
claim. We almost hoped the build- 
ing would collapse, to save us the 
ordeal of taking inventory and 
risking our lives. Furthermore we 
did not know how to evaluate our 
fixtures, shelving or salvage. 

In desperation, we held a council 
and here it was decided to find and 
engage the best rated and most 
reputable public fire adjuster in 
the business. The name of a cer- 
tain firm had been heard a number 
of times. Upon investigation, we 
learned they had done very good 
work for some of the largest 
wholesale hardware concerns in 
the business. Their fee was five 
per cent of the settlement figure. 

We engaged them, which proved 
a good move, as I do not know 
how we could have finished the 
job ourselves. These men guided 
us in making the inventory, ad- 
vising us regarding what would be 
required of us before settlement 
could be made, and helping us 
throughout in the actual assem- 
bling, pricing and totaling. 

In the interim, the owners of 
the property had learned that our 
six story building could be restored 
in its entirety. Workmen started 
to shore up the beams, strengthen 
the walls, and refasten the fire es- 
capes. We discovered that some 
shelving was still standing, but all 
in all, it was a hopeless jumble. 

A week had now passed. The 
building was beginning to dry out. 
We hired a crew of colored boys, 
and they, together with our sales- 
men, started the cleanup job. By 
lantern light, we went through the 
ashes to find drills, taps, high speed 
hack saw blades, precision tools 
and what not. File handles, ham- 
mer and sledge handles, brushes. 
anything that would float, had 
floated off the shelves, down the 
elevator shaft, into the basement, 
and from there into our neigh- 
bor’s basement. The pressure of 
the water had been so strong that 














You'll increase your sales with me because 
| help sell myself. | am advertised to your 
customers and my job is to save their belts 
whether they be leather, fabric or rubber. 
Cantol Belt Wax is a belt preservative—easily 
applied it protects belts under extreme tem- 
peratures—and is not affected by water, 
dampness or steam, and Cantol doesn't col- 
lect dust. Check your stock now. 


E. ©. ATKINS AND COMPANY 


420 S. Illinois St. Indianapolis, Ind. 


NTOL “7, 

















SHERMAN 
HOSE CLAMPS 


A world of standard for 30 years 





A—Tongue runs in channel holding it close to 
hose and making a uniform grip 

B—Pliable in band portion, grips tight and 
can be opened, up, removed, and used 
over again 

C—Stiff ears. Cannot pull together at top 
when tightened. Ears also form perfect 
nut lock 

D—Heavy shoulder to engage vise jaws, per- 
mitting clamp to be pulled tremendously 
tight 

Sherman Hose Clamps are made of heavy wrought 

brass and never rust. The usefulness of hose de- 

pends on the clamp and the price of the clamp 

is insignificant compared with the cost of the 

ose — therefore the best is none too good — 

SHERMAN. This is a fine distributor item. Let 

us send you details and circulars. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 

















| the work of rebuilding. 


the party wall under the sidewalk 
gave way. [ven full kegs of nails, 
which had been stcred in the base- 
ment, were found fully 50 feet 
from the usual place. We had car- 
ried quite a stock of electric drills, 
saws and grinders. The heat had 
melted the housings. Molten alu- 
minum and copper was all we could 
find. We found where the heat 
was greatest in our stock of files, 
that half round files, were half 
bent as well. 


We finally computed our loss | 


with the aid of our adjuster. We 
presented our claim to the adjuster 
of the fire insurance company. 
They immediately started checking 
the inventory figures by testing 
lots. Years of experience had 
taught them where to find possible 
discrepancies. His statement in the 
end, “If anything, you leaned 
backward in favor of the insurance 
company,” we considered a com- 
pliment to our employees. 

The following day our own ad- 
juster notified us he had an offer. 
I went to his office and the figure 
was presented to me. It was a fair 
figure, and the first amount quoted 
was never changed. We accepted 
the offer with the understanding 
that we could keep the salvage. Up 
to that time, we wanted them to 





take the salvage, and pay us full | 


insurance minus the amount we 
stood to lose on account of the con- 
tribution clause, or co-insurance. 
Now we could direct our attention 
to the building. During the time 
elapsed, the contractor, who was 
a specialist in the restoration of 
fire damaged property, had begun 
It de- 


veloped that this work could not 


| be completed in the sixty days pro- 


vided by our lease. Therefore we 
waived our rights in this respect 
and agreed to remain in the build- 
ing. 

Over 100,000 feet of lumber 
were used to reconstruct the 
building. Finally, the finishing 


touches were made and we ac- 


| cepted the job as completed. Now 
| we are on our way to restocking 


it again. 

To me, insurance has ceased to 
he an wumnnecessary expense, a 
necessary evil. I definitely consider 
it a part of my cost. Today I pre- 


| fer to buy less and be over-insured 
| than to over-buy and be under- 


insured. 
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VINCENT 





Gmproved 
GRINDING WHEEL 
DRESSERS 


(Pat. App. for) 


.. Best for 
the money 


Longer life and 
efficiency at no in- 
crease in price 
gives your cus- 
tomers the best 
Grinding Wheel 
Dresser their 
money can buy — 


The New Im- 
proved Vincent- 
Huntington Grind- 
ing Wheel Dresser 


Has 18 
Teeth 
Count 
Them / 


These’ new’ type 
bushings will not 
turn and wear out 
the bushing holes 
in the handle. 
This new advancement 
in Grinding Wheel Dres- 
sers means money sav- 
ing to your customers. 
There is profit for Fe 
in sellin these ew 
Improved Grinding Wheel 
Dressets—the best to buy 
and to sell. Our useful 
catalog pages are con- 
veniently punched for use 
in your binders—let us 
send them to you. 























These bushings used in all 
Special and dh and #2 Im- 
proved Huntington Dressers. 


ma 


These bushings used In #0 
Regular and Hooded im- 
proved Huntington Dressers. 


VINCENT STEEL 
PROCESS CO. 
2434 Bellevue Ave. 

DETROIT, MICH. 












PRODUCT 
Bearing Seal 104 


Circular Saw 


Speed Reducers 
Conveyor Idler 


Tool Post Grinder 
Lathe 


Electric Hoist 


Air Compressor 


Face Shield 
Grinding Wheel 


Caster Control Unit 


Pipe Threaders 

Drum and Barrel Truck 
Dust Remover 

Level 

Electric Saws 

Heavy Duty Wrenches 
Shin Protector 


Centrifugal Motor Pump 


Glass Fibre Gasket 


Gasoline Hose 





PAGE NO. 





MAIN FEATURE 


Protection against leakage, dust and 
dirt 

Dished out blade surface avoids heated 
saw 

Wide range of output speeds 


Light all-steel construction makes han- 
dling easy 


Manual adjustment of belt may be made 

Reversible power cross feed and longi- 
tudinal feeds 

Furnished with positive air-cooling 


Available in a wide variety of arrange- 
ments 


Plastacele front will not pit or burn 
Metallic center with elastic wire mesh 


Caster performance can be controlled 


Made of all-steel and malleable alloy 
construction 


Easy pick-up of drums on the flat 

Dust filters trap practically all dust 

Body of level unaffected by moisture or 
oil 

Sturdy, compact and 
universal motors 


equipped with 


Designed for breaking loose or tighten- 
ing large diameter nuts 

Made of fibre formed to the contour of 
the leg 

Will supply a large column at a low 
head 

Soft, pliable, resinant and resistant 


Contains synthetic compound impervi- 
ous to gasoline 





MANUFACTURER 


SKF Industries, Inc. 
E. C. Atkins & Co. 


Stephens-Adamson Mfg. Co. 
Link-Belt Co. 


McGonegal Mfg. Co. 
Atlas Press Co. 


Yale & Towne Mfg. Co. 
Worthington Pump & Machin- 
ery Corp. 

Boyer-Campbell Co. 
Ever-Tru 
Inc. 
Bond Foundry & Machine Co. 

Ridge Tool Co. 


Abrasive Wheels, 


Smith Devices, Inc. 
Delta Mfg. Co. 
Millers Falls Co. 


Stanley Electric Tool Division 
Bonney Forge & Tool Works 
Ellwood Safety Appliance Co. 
Brown & Sharpe Mfg. Co. 


Goetze Gasket & Packing Co. 
Goodyear Rubber & Tire Co. 
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NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Bearing Seal 


~ 


IBD 


To protect bearings against leak- 
age, dust, dirt and moisture a new 
seal has been designed. This seal 
consists of two split piston rings on 
each side of the housing and grooved 


on the outside diameter to form a 
labyrinth seal with the two end bores 
of the housing. Each ring has an 
inward tension that enables it to turn 
with the shaft. On either side of the 
housing, two rings are mounted on 
the shaft with the split 180 degrees 
apart to prevent lubricant leakage 
through the splits. The inner ring 
serves as an internal flinger, and the 
outer ring keeps dirt and other 
foreign substances from entering the 
housing. Contact —chief engineer, 
superintendent and purchasing agent. 





SKF Industries, Philadelphia — M1. 
SupPPLigs, January, 1939. 


Circular Saw 


By dishing out the blade surface 
of the outer edge of a circular saw 
by a special clearance grinder the 
makers of this new saw claim to have 
eliminated the tendency of the rim 
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of the saw to heat and burn the 
material being cut. This new line is 
known as clearance grind saws. The 
name refers to the clearance estab- 
lished between the teeth and the cut 
material by a new operation of dual 
cup-wheel grinding. Only at the rim, 
which is the extreme edge of the 
cutting teeth, is the metal of full 
thickness. This clearance makes 





possible freer running with smoother | 

WITH THE cuts and less effort by the operator. 
~ | A circular mitre saw, a glue joint rip 
OTTEMILLER LINE saw, high speed steel saw, certain 
We heading cutters, veneer knives and 
several types of metal saws are 

offered in this line. Contact—super- 

intendent, foreman and purchasing 

agent. E. C. Atkins & Co., Indian- 

apolis, Ind—Mu1i_t Suppvies, Janu- 

ary, 1939, 


Speed Reducers 


Completeness of the OTTEMILLER LINE 
coupled with quality at the right price 
gives you every advantage you need to 
get and hold the cream of the screw ma- 
chine products business in your territory. 
It's easy to get your customers to stand- 
ardize on Ottemiller's products once 
they've tried them. And 
you'll reap a profitable 
harvest in repeat orders. 
Investigate our 100% 
Distributor Service and 
see how you can bene- 


fit by it. Ce i 
cee \ A wide range of output speed from 
13.2 172 r.p.m. is possible witl 
OTTEMILLER CO. | tis tes tine or “Saco” speed re 


YORK, PA. ducers. They may be used with any 
standard full speed motor to give re- 
quired output speed. The motor sup 
port is adjustable for V-belt drive, 
permitting sheaves to be replaced | 
with ease to suit changes in required : . 
output speed. All shafts are mounted provements in Screw Jacks—Simplex 
in precision ball bearings and pre now introduces the Malleable Iron 





Simplex introduced the major im- 


cision cut helical steel gears operate Base. Now you get greater protection 
in a constant bath of oil. Contact— 
chief engineer, superintendent and | 
purchasing agent. Stephens-Adam d : 

es uced weight; at no extra cost! 
son Mfg. Co., Aurora, Ill.—MuILi g 


Supp.ies, January, 1939. 


than ever against breakage from 
rough handling; greater safety; re- 





Other exclusive features include: self- 
leveling drop forged cap with 9” float; 
Conveyor Idler safety peep-hole in base to prevent 
turning screw out too far; faster 

: : raising and lowering with 88% less 

An economical belt for bakeries, depart- | . 7 


ment stores and food packers, owing to its iriction because of the contralized 
strong, uniform construction. There are no 
plies to separate. 
GLOBE Solid Woven Cotton Belting . Write for bulletin on Simplex Mal- 
wears well and lasts longer because it is leable Iron Base Screw Jacks or cata- 
closely woven from the best quality cotton C. : : 
yas. < log covering the most complete line 
GLOBE Belting assures the economy of ——_ of the sturdicat, most efficient screw. 


smooth and uninterrupted operation on lever and special Jacks made. 
conveyor and elevator systems. 


Distributors sell more because the user Because of the light all-steel con- This ad appears in leading trade 
. : . - . ers read by over 250,000. ck 
gets more for his money. struction of these new low-priced ball pep a Ja 


: . . buyers, this is your cue. 
bearing idler (Type 90) erection and 


NOM MMaP CMO MC teiam | fandling is easy. The idler rolls are =TEMPLETON, KENLY & CO. 


; made from four-inch diameter smooth 
Nyol-lalelin ams alelers for the-Purpose 


finished steel tubing with formed CHICAGO @ 
BELTING and WEBBING PRODUCTS heads pressed into and welded to 


RANT AMALCOM | Sie cucioced inva ‘erease. seated Don't say"Jack". say 


enclosed in a grease sealed 
Company, Inc. | labyrinth. The rolls are rounded and | s, H MA Pp ( Ee > 4 
1400 Clinton St iti he eae | smooth, preventing injury to con- | 


veyor belt, and may quickly be re- | 


ball bearing. 
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THE SURE STARTER 


When you go after 
your next order... 
don't take a chance 
with an entry that'll 
be scratched. Play 
Key-Tite, the sure 
order starter and 
a product that is 
bound to wind up in 
the money every- 
time. 


KBy-TIT! 





Key-Tite, the perfect pipe joint com- 

ound starts interviews off with a capi- 
tal "YES" because it's a quality prod- 
uct that most everyone needs ... and 
wants. And because it brings that im- 
portant first "YES" .. . Key-Tite paves 
the way for other "YES'S" . . . and 
bigger orders. 





If Your Orders Aren’t 
What They Should Be 


. . » Start your next sales talk with 
Key-Tite. Just tell your customer 
that: (1) Key-Tite is economical to 
use, (2) it will not settle in the can 
and will not freeze the joint, (3) it 
is ideal for all lines carrying water, 
gas, compressed air, low water 
steam, etc., and, (4) it does not 
affect the color or taste of pot- 
able liquids. 

Remember . . . besides being a per- 
fect order starter ... Key-Tite will 
give you a sweet profit... it's a 
fast starter ... a strong finisher 


- and it pays long odds every- 
time. 

















2621-A McCasland Ave. East St. Louis, Ill. 
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moved. As the space between the 
rolls is very small, creasing of the 
helt is avoided. Roll shafts have 
s'otted ends to provide a positive, 
locked seat in the roll supporting 
brackets. Contact—chief engineer, 
superintendent and purchasing agent. 
Link-Belt Co., Chicago.—Mutt Sup- 
PLIES, January, 1939, 


Tool Post Grinder 





A new feature incorporated in this 
4 hp. precision tool post grinder is 
an eccentric spindle tube which al- 
lows for a manual adjustment of the 
belt. Known as type J-40, it is 
supplied with external and internal 
quills. The circumferentially adjusta- 
ble grinding spindle design makes it 
possible to have relatively close cen- 
ter distances between motor and 
grinding spindle centers, which per- 
mits the use of a short belt eliminat- 
ing the possibility of centrifugal slap 
and a tendency to cause vibration. 
Spindle speed from 4,500 to 5,000 
r.p.m. can be obtained through the 
changing of pulleys which are 
supplied with the various models. 
Contact—Superintendent, master me- 
chanic and purchasing agent. Mc- 
Gonegal Mfg. Co., East Rutherford, 
N. J—Mitt Suppries, January, 
1939. 


Lathe 





Machine tool users will be inter- 
ested in this new back-geared screw- 
cutting lathe with 10-inch swing, 36 
in. bed and 18-in. capacity between 
centers. Vertical countershaft with 
motor bracket attached directly to 
headstock makes the entire lathe a 
compact self-contained unit. Fea- 
tures included reversible power cross 
feed and longitudinal feeds, complete 
V-belt drive, quick-change counter- 
shafts, compact controls, wide speed 
range and extra power for heavy 
jobs. The newly designed carriage 
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with power cross feed is of two- 
piece construction with heavy cast- 
ings and longer bearing surfaces on 
the bed way, increasing rigidity and 
accuracy and minimizing wear. Con- 
tact—chief engineer, master mechanic 
and purchasing agent. Atlas Press 
Co., Kalamazoo, Mich—Muti Svup- 
PLIES, January, 1939. 


Electric Hoist 


The Yale “Cable King” wire rope 
electric hoist is furnished in a va- 
riety of models and in capacities from 
4 to 6 tons inclusive. The design of 
the hoist incorporates positive provi- 
sions for “air-cooling” the load brake 
and main gear assembly. Outside air 
is sucked into the motor-brake hous- 
ing, and pressure circulated over and 











around the housing containing the 
Weston load-brake and main gears. 
All units and types of these hoists 
are regularly furnished for adapta- 
tion in the field for hook or lug sus- 
pension, plain or hand geared eye- 
beam trolley suspension, for special 
monorail systems, motor trolley sus- 
pension and _ winch _ type-floor 
mounted. The Yale & Towne Mfg. 
Co., Philadelphia—Mr1tt Supp ies, 
January, 1939. 


Air Compressor 





For any service requiring a self- 
contained air or gas compressing 
unit this new balanced-angle V-type 


























air compressor is offered. It is avail- 
able in a wide variety of arrange- 
ments. It may be had as an electric 
motor driven tank or base mounted 
unit with automatic start-and-stop 
control or constant speed unloader. 
Gasoline engine driven units are 
equipped with either constant speed 
control or automatic stop may be had 
in either type of mounting. Bare 
compressors are furnished with pul- 
leys crowned for flat belts or grooved 
for V-belts. Contact—Chief engi- 
neer, superintendent and purchasing 
agent. Worthington Pump and Ma- 
chinery Corp., Harrison, N. J.— 
Mity Suppties, January, 1939. 


Face Shield 





As a protection to workmen on 
spot, flash or gun welding, this new 
face shield offers unobstructed vision 
and is light, cool and comfortable. 
The large Plastacele front will not 
pit or burn and hot metal cannot ad- 
here to it. It is aluminum bound, 
permitting them to be shaped to indi- 
vidual requirements. A wing nut 
adjustable swivel headband of fibre 
will last the life of the shield and a 
fiber crown protects head from 
sparks, impact, dirt, etc. This shield 
is useful in wire brush operations, 
metal band sawing, disc sanding, 
light grinding, acid handling and 
other operations. It will fit all faces 
comfortably giving full protection. 
Contact—chief engineer, foreman 
and purchasing agent. Boyer-Camp- 
bell Co., Detroit, Mich—Mutt Sup- 
PLIES, January, 1939. 











Grinding Wheel 


Main feature of the “Ever-Tru” 
grinding wheel is the metallic center 
with an elastic woven wire mesh of 
special alloy spring steel lying in the 
center of the grinding wheel. The 
wire mesh lies between the abrasive 
part of the grinding wheel and its 
metallic center. For coping wheels, 
the wire mesh is also placed between 





the abrasive rim and the metallic 
center. These wheels are said to pro- 
vide constant contact between the 
wheel and the object being ground, 
due to the automatic self-balancing 
obtained by the centrifugal action of 
the center with its elastic wire mesh 
insert. Contact — superintendent, 
master mechanic, foreman and pur- 
chasing agent. Ever-Tru Abrasive 
Wheels, Inc., 145 Hudson St., New 
York City—Mz1Lt Suppties, Janu- 
ary, 1939. 


Caster Control Unit 


Caster performance can now be 
controlled with this new unit which 
is easily installed and just as easy 
to apply and operate. Truck or rack 
can be moved with less physical ef- 
fort enabling the handling of mater- 
ials with much greater speed and 
accuracy. For example, when oper- 





ator lifts handle on either end of rack 
on handle operated unit, style No. 4, 
or presses down operating pedal on 
foot operated unit, style No. 5, it 
automatically locks caster on oppo- 
site end. Locking of this caster causes 
its horizontal (caster across from 
it) to move or track in line with it. 


eO7sa 





Other casters, at end where operator 
is pushing truck, are free to swivel. 
The truck or rack can now be con- 
trolled and moved in a _ perfectly 
straight line or around corners with- 
out wabble or detour. When caster 
is automatically unlocked all four 
casters are free to swivel and the 
truck or rack can now be pushed 
sideways or in any direction desired. 
Contact — plant manager, superin- 
tendent and purchasing agent. Bond 
Foundry & Machine Co., Manheim, 
Pa.—MILt Suppiies, January, 1939. 


Pipe Threaders 


These pipe threaders of rugged 
all-steel and malleable alloy construc- 
tion, with drop-forged tool steel cam 
plates are said to give quicker, easier 
pipe threading. The No. 65R and 
85R series thread four sizes of pipe 
all with one set of chaser dies. Only 
four dies instead of the usual six- 
teen stay in the threader saving time 
and trouble for the operator. Both 
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Stock Up 


FOR GOOD PROFITS 
WITH 


THE 


LINE 


BADGER 
NEVERSLIP 





BADGER 

POWER KING 
Get your customers to give Advance-Badger 
Car Movers a chance to show what they can 
do and you'll get user acceptance immedi- 
ately. These car movers can ‘take it''—heavy, 
light, or average jobs are handled with ease. 
Stock up now and sell Advance-Badger tools 
with complete confidence in our guarantee of 
quality. Build up your sales volume—sell 
Advance-Badger Car Movers—it will profit 
you. Get our distributor terms today. 





SAFETY NEW BAD le 
CAR WRENCH CAR MOVER. 





The Advance Car Mover Co., Inc. 
APPLETON, WIS. 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 














Furnished for all 
types and makes 
of Car Movers. 
Made of fine tool 
steel correctly heat 
treated. 
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MICROMETERS 





SELLING 


MADE EASY 


Show a quality product that has 
a quality name and a fair price 
on it, and you've made a quick 
and easy sale—plus a satisfied 
customer. 


It's really much easier to sell 
Lufkin products. For more than 
fifty years they’ve been known 
for their through and through 
quality. They're used and seen 
in all parts of the world. The 
name “Lufkin” is firmly linked 
with the word “quality.” 


Lufkin Micrometers represent 
only a part of the extensive line 
of Lufkin measuring devices, 
any one of which will help you 
close a sale faster and easier. 


OF K/N 


SAGINAW, MICHIGAN 


TAPES . RULES 


108 





New York City 


PRECISION TOOLS 








pipe threaders offer a choice of two 
workholders, either cam or plate 
type. There are no bushings—both 
types simply set to pipe size and are 
tightened with one screw. These 
workholders take two-inch couplings 
for threading two-inch closed nip- 
ples. Contact—chief engineer, master 
mechanic and purchasing agent. 
Ridge Tool Co., Elyria, Ohio—MILi 
SUPPLIES, January, 1939, 


Drum and Barrel Truck 


Kasy on a man’s back and a real 
labor saver is this handy drum and 
barrel truck that picks up the drum 
from the flat, trucks it on the flat 
and then unloads it either on the flat 
or up-ended from the truck with very 





little effort. The truck can be fur- 
nished with either pressed steel or 
solid rubber tired wheels, both types 
having roller bearings. The truck is 
of steel construction throughout, with 
electrically welded joints. It is made 
in two sizes, one for drums and 
barrels weighing 5 to 600 Ibs. and 
the other for handling loads of 1,000 
lb. Contact — superintendent, plant 
manager and purchasing agent. 
Smith Devices, 2245 N. 12th St., 
Philadelphia—MuiLt Suppwies, Jan- 
uary, 1939, 


Dust Remover 


Removal from the air of fine dust 
particles caused by tool-grinder oper- 
ation has long been an annoying 
problem for the average shop. Re- 
cently developed is a self-contained 
dust-removal cabinet which may be 
attached to any Delta pedestal 
grinder. The cabinet contains dust 
filters which traps practically all of 
the fine dust carried down the dis- 
charge chutes of the grinder. The 
cabinet is also fitted with baffles 
which discharge all of the heavy 
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particles into the cabinet base, where 
the dust may easily be removed. The 
unit requires no power, and, since it 
is completely self-contained, the 
grinder to which it is fitted may be 
used anywhere in the shop. Contact 
—superintendent, plant manager and 
purchasing agent. Delta Mfg. Co., 
Milwaukee, Wis.—MuiLt Supp ies, 
January, 1939. 


EVEL were usee 


mms «=TORPEDO 


Levels are even being streamlined 
these days. Body of this new level 
(No. 590) is moulded, glossy black 
akelite, impervious to moisture or 
oil and affected less by temperature 
changes than either metal or wood. 
Top plate is made of nickeloid se- 
cured by four Phillips screws. 
Nickeloid is an untarnishable metal 
and will hold its lustre indefinitely. 
The three vials are of the catseye 
type and are extremely easy to see in 
dull light. There are two plumbs, 
one of 45 dg. and the other 90 deg. 
Overall length of the level is nine 
inches. Contact — superintendent, 
master mechanic, foreman and pur- 
chasing agent. Millers Falls Co., 
Greenfield, Mass——M1tt Suppties, 
January, 1939. 


Electric Drills 





Contractors, mechanics and main- 
tenance men will be interested in 
these new portable electric drills. No 
581 has a chuck capacity of 3-in. 
and No. 341 has a capacity of #-in. 
Both drills have nickel steel gears, 
































Vltw, whew ate 


The Other 99 





@ REMEMBER the old parable about the shepherd who left his 
flock unguarded to search for the one sheep that was lost? Well, 
what might have happened to the other 99 while he sought for 
one? What of wolves, of freezing winds, of barking dogs, or any 
of the other influences which might start a mad milling and a 


final crazed scattering? 


Your business is largely a shepherding job. You spend your 
time administering to the needs of a flock of plants, watching 


zealously to guard against strays, meanwhile searching for new 





customers to add to the flock. But beware the time you leave off 


guarding the present flock to search too long for strays! 


That Biblical shepherd would have had a much easier time of 
it had he owned a watchdog to guard his flock. In your business, 
American Machinist can do that guarding job for you, for it goes 
fortnightly into those metal-working plants which are worth- 
while as your customers, to those men who are the real buyers 
within them. It can do that guarding job for you— if it carries 


the advertising of the manufacturers you represent. 


avERca” @ MacInist 


A McGraw-Hill Publication 330 W. 42nd St., New York, N. Y. 





MILL SUPPLIES ® JANUARY 1939 





HOoW’Ss Bact 


ROPE BU 


Wall Walk-laid Manila Rope is “pre-sold”’ rope 
because it is favorably and nationally known and 
advertised from coast to coast. 


The Wall line is complete. Mill supply, factory, 
hardware, contractors, agricultural, marine, drilling, 
and transmission. A wide variety of sizes and types 
but only one standard . .. the highest. 


Wall distributors and dealers have the big advan- 
tage that lies in one source of supply.... with no 
divided responsibility. 


WALL ROPE WORKS, Inc. 
48 South St., New York City Factory: Beverly, N.J. 


Branch Offices 425 Decatur St., New Orleans, La. 

33 So. Charles St., Baltimore, Md. 217 East Archer St., Tulsa, Okla. 

123 So. Broad St., Phila., Pa 2000 Nance St., Houston, Texas, 

57 Commercial Pl., Norfo ik, Va. Warehouse at 429 W. lith Place, 

102 Broad St., Boston, Mass Chicago, IIL 

1068 Russ Bldg., San Francisco, Warehouse at Carson & Smith- 
Cal field Sts., Pittsburgh, Pa, 

















NESS? 


LONGEST ROPE WALK IN THE WORLD 


MANUFACTURERS MAKE YOUR SELLING 


FACTORY has 






















Easier 


by telling the 
merits of their 
products to your 
best prospects in 


FACTORY. 


more plant 


operating official subscribers 
than any other business paper. 
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specially heat-treated and are full 
ball bearing. They have a combina- 
tion breast plate and spade handle 
and also a pipe handle which is de- 
tachable for close quarter work. They 
are sturdy, compact and have power- 
ful universal motors. Contact—su- 
perintendent, plant manager and pur- 
chasing agent. Stanley Electric Tool 
Division, New Britain, Conn.—MuILui 
SuppLigs, January, 1939. 


Heavy Duty Wrenches 


ip m 





Adaptable to a wide variety of 
uses this new line of heavy-duty box 
wrenches with interchangeable tubu- 
lar handles are made in both the 








double-offset style and the 15-deg. 
angle type. They are drop-forged 
of chrome alloy steel with polished 
heads. Each type is made in seven 





sizes with double hexagon openings 
ranging from 1§ to 24 in. They are 
designed for breaking loose or tight- 
ening large diameter nuts with a 
minimum of effort and are especially 
useful for work on trucks, buses, 
tractors, steam shovels and road and 
industrial machinery. One size of 
interchangeable tubular handle made 
of seamless steel tubing is all that 
is necessary for use with the fourteen 
wrenches in this new line. Thirteen 
inches long, it provides the extra 
leverage necessary in turning large 
nuts. Holes are provided in each 
end of the handle to insure positive 
locking on the “spring-ball” plunger 
in end of shank handle. Contact— 
Superintendent, master mechanic and 
purchasing agent. Bonney Forge & 
Tool Works, Allentown, Pa.—MILi 
Suppiies, January, 1939, 


Shin Protector 


Whether you wear this newly de- 
veloped shin protector outside or in- 
side your apparel, absolute comfort 
is assured. Each individual shin 
guard is made of fibre formed to the 
contour of the human leg. Three 
horizontal ribs are employed for 
added strength and rigidity. Four 
brass eyelets, two at each side, are 
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used to accommodate two straps for 
attaching the guard in position. At 
the top and bottom of each guard a 
moulded sponge rubber pad is used 
between the inside of the guard and 
the wearer’s clothing. This effects a 
cushion which results in comfort, and 
also acts as a shock absorbing de- 
vice. Contact—plant manager, su- 
perintendent and purchasing agent. 
Ellwood Safety Appliance Co., Ell- 
wood City, Pa—Muitt Supp ies, 
January, 1939. 


Centrifugal Motor Pump 





Particularly suited for supplying 
coolant for machine tool, light ma- 
chinery and other installations this 
new centrifugal motor pump is for 
use where a large column is required 
at a low head and where dirt or 
abrasive may be present. Pump is 
designed to be mounted in a tank 
with a maximum depth of sub- 
mergence indicated by the water line. 
Discharge pipe clears motor, a con- 
venience in piping and installation. 
Pump is powered to handle liquids 
up to 300 S.S.U. at operating tem- 
perature. The capacity lessens with 
increase in viscosity. Pump is fitted 
with fully enclosed motor and grease- 
sealed bearings. Contact—chief engi- 
neer, superintendent and purchasing 
agent. Brown & Sharpe Mfg. Co., 
Providence, R. I.—Murtt Svuppties, 
January, 1939. 


Glass Fibre Gasket 





A new woven glass fibre gasket 
for acid-resistant seals in chemical 





work is soft, pliable, resilient and 
resistant to all acids except hydro- 
flouric acid. Packings made from 
this same material have been de- 
signed for use on centrifugal and 
reciprocating pumps, valve stems, 
etc. Glass fibre, it is claimed, has 
certain advantages over blue asbes- 
tos used for such services. Con- 
tact—chief engineer, superintendent 
and purchasing agent. Goetze Gasket 
& Packing Co., New Brunswick, N. 
J—Mitt Suppties, January, 1939. 


Gasoline Hose 


Two new types of gasoline curb 
pump hose, identified as style BH 
and style WWH contain a synthetic 
compound in the tube, a material 
that is impervious to the action of 
gasoline. Style BH contains 
a body of three strong cotton 
braids with a strand of copper wire 





interwoven with the middle braid, 
which when in contact with the fit- 
tings disposes of any static elec- 
tricity that may be built up. Over 
the third braid is an abrasion and 
weather resisting cover. Style WWH 





has a circular woven jacket in the 
body which has interwoven in it a 
steel spring wire, which functions 
to resist crush, and when the ends 
are in contact with the fittings, 
eliminates static electricity. Over 
the woven jacket is an abrasion and 
weather resisting cover. The use of 
synthetic tube, in comparison to 
flexible metal lining in the old types 
of hose, is said to result in many 
times longer service life. Contact— 
manager and purchasing agent. 
Goodyear Rubber & Tire Co., Akron, 
Ohio. — Mitt Supp.igs, January, 
1939. 
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JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 


In a class by itself for porta- 


bility and performance —a 
pump your customers need and 


will buy — 
Aluminum Alloy 


$8500 or Semi-Steel 


F.O.B. Factory Complete 
with Engine 

Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %-! 
H.P. ball bearing engine or 
electric motor that operates 
from light socket, Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohio 









Profits 
rew Sellers 


Let TRIPLEX Cap Screws make money for you— 
they speed assembly, banish misfits, give customers 
insurance against breakage. Here's a cap screw of 
fine steel, strong, uniform, accurately threaded. 
Shaved heads, washer faced, full finished—they 
look their quality, protect your judgment in buy- 
ing them. Shipping service geared to your needs. 
Send for free samples and prices, today. 


The TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


IPLEX 


CAPVAND SET SCREWS, BOLTS AND NUTS 
Millions Sold—Used In Every Industry 
















A Big 
For Users of Lansing Equipment 
Lansing =m i 
K-4 
Utility 
Cart 


WwiTH 
PNEUMATIC 
TIRED WHEELS 


Platform Truck No. 2036 


Handy, easy wheeling small truck around 
store aisles, shops, 
warehouses, etc. 
Roller - bearing 
casters, rubber 
tired; hardwood 
— platform. Size 
20 x 36 (Other 
sizes furnished). 


WRITE FOR 
FACTS & COSTS. 


o/ 





















LANSING, MICHIGAN 


Chicago New York Philadelphia 
Kansas City San Francisco Boston 
Minneapolis Los Angeles 


Year Ahead | 


















WIREGRI 


have the blue aligning card that locks 
hooks in position—prevents hook loss from 
handling—prevents waste of short card 
ends. 
Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacing 
(for heavy drives and conveyor belts) 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 
Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
Diy, "The Belt Lacing People” 


310 Loomis Ave. 
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Write for new 
catalog sheets 
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PUMPS—Five new bulletins de- 
scribe and picture different units of 
this firm’s extensive line. Bulletin 
W-200-B4 discusses a hydraulic tube 
washer for surface condensers. Bul- 
letin W-318-B1B has complete engi- 
neering data on multi-stage volute 
centrifugal pumps. Bulletin W-341- 
32 gives the features and dimensions 
of a saddle mounted vertically-split 
centrifugal pump. Bulletin W-423- 
B5 discusses and gives the construc- 
tional details of single-acting power 
pumps. In catalog WIF-1099-B20 the 
operations and features of hydraulic 
decoking systems for the oil refinery 
industry are most interestingly told. 
—lVorthington Pump & Machinery 
Corp., Harrison, N. J. 


STEEL SAFETY MANUAL—/ ntitled 
“Safety in Steel” this 20-page booklet 
presents by photographs, drawings, 
and brief text some of the highlights 
of the steel industry’s unceasing ef- 
forts to achieve safety and its record 
of results —American Iron & Steel 
Institute, 350 Fifth Ave., New York 
City. 


SPRINKLER SYSTEMS——Jn this folder 
are four ways to prevent freeze-ups 
in sprinkler and standpipe systems. 
Application photographs show some 
typical installations of four devices 
that will prevent freeze-ups. De- 
scriptive data and drawings make it 
most interesting and informative.— 
Rockwood Sprinkler Co., Worcester, 
Mass. 


BLOW.OFF VALVES—Bulletins B- 
$2) and B-430 describe blow-off 
valves for steam boilers. Complete 
details cover valves for working 
steam pressures up to 400 Ib. Two 
pages of application pictures com- 
plete this 24-page catalog —Varnall 
IVaring Co., Philadelphia. 


ELECTRIC DRILL—-\Vith the intro 
duction of this new f-inch drill, a 
three-color booklet tells the story of 
this firm’s new product by questions 
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and answers. Also included are ap 
plication pictures showing the drill 
being used for automobile body re- 
pair work, for electrical maintenance 
operations, in air conditioning work 
and for general maintenance. In 
conclusion the booklet points out the 
markets for the tool and pictures 
some of the other products in the 
portable electric line.—/ndependent 
Pneumatic Tool Co., Chicago, Ill. 


SPEED REDUCERS—JIn this leaflet 
the firm’s motorized speed reducers 
are pictured and described very 
briefly. For a better idea of just 
what these speed reducers are like, 
get this folder—Janette Mfg. Co., 
Chicago. 


CANOPY LIGHTING UNITS—This 
firm has announced by attractive bul- 
letins eight different models of its 
fluorescent type canopy lighting units. 
The different models are pictured and 
complete dimension and specifications 
are given.—The Fostoria Pressed 
Steel Corp., Fostoria, Ohio. 


SHIM STOCK—THlere is a price list 
and catalog of shim stock. The va- 
rious stocks and shim accessories are 
all pictured and completely described. 
—Laminated Shim Co., Long Island 
Coy. BY. 


MAKING CABLE JOINTS—TIs the 
subject of a new sixteen-page book- 
let recently issued. It gives detailed 
instructions for splicing and vulcan- 
izing all the principal types of rub- 
ber-insulated rubber-jacketed portable 
cable. These should be sufficient for 
almost every installation, whether on 
mining machinery, shovel, dredge, or 
other portable electric equipment. 
Two methods are included. The first, 
by the use of solder, is generally 
considered standard. The second de- 
scribes a method that is particularly 
well suited to the types of cable used 
in mines, where soldering is avoided 
whenever possible-—General Electric 
Co., Schenectady, N. Y. 


ELECTRIC HOISTS—This new cata- 
log comprised, of five separate bulle- 
tins covers small and large electric 
hoists, winches, cranes and worm 
hoists. These bulletins contain 
photographs of all models, plus appli 
cations “shots” of various types in 
use in a variety of industries. Draw- 
ings and complete dimensions make 
it most worthwhile—Robbins & 
Vyers, Inc., Springfield, Ohio. 


SCREW CONVEYORS—Catalog No. 
334 contains a wealth of information 
on screw conveyors, their installation, 

election, and use. Through pictures, 
diagrams, charts and tables, nothing 
is omitted that might be needed for 
a thorough knowledge of this firm’s 
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Another CESCO 
GOGGLE Designed 
for WELDING 





Distributors Make Quick Profits 


The Cesco 527 Welder’s Goggle meets 


| repairing pipe leaks. 
| little tool has a variety of applica- 


the need of an all-around, profit- 
making goggle that your salesmen can 
sell. 


the Cesco Line. 50 m.m. lenses permit 


It's another fast-selling item in 
wide-angle vision. Inside ventilated 
through baffled vents—prevents fog- 
ging—screw cap allows easy changing 


of lenses. Welders GO for this number. 


WRITE today for prices and discount. 


CHICAGO EYE SHIELD CO. 


Chicago, Ill. 


2329 Warren Bivd., 


© Complete 
stocks 


© Fast Service 
® Good Margin 





e 
The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 





| Specifications 


| feet 


line of screw conveyors, 
elevator buckets.—Chain 
Milwaukee, Wis. 


parts and 
Belt ( ‘0. 


MAGNETIC CLUTCHES—Punched 
and ready for insertion in the supply 
man’s binder the latest catalog of this 
industrial firm proves mighty inter- 
esting reading. Its many pictures 
plus the liberal use of cross-sectional 
drawings leave nothing to be desired. 
and dimensions are 
well. — Stearns-Magnetic 


Milwaukee, Wis. 


given as 


Mfg. Co., 


PIPE CLAMP—In this bulletin are 
complete details of the 
clamp for clamping pressure hose and 
This unusual 


tions and seems ideal for a fast and 
efficient clamp on pressure hose.— 
Band-It Co., 200 Santa Fe Drive, 
Denver, Colo. 


ELECTRICAL PRODUCTS—\ ribbon 
of paper 11,000,000 feet long and five 
wide has begun whirring 
through the presses to form 82,000 
copies of the new 


On its pages is written the story of 
electric power, from generators to 
washing machines and toasters, from 
titanic steel mill motors to tiny one- 
twentieth horsepower motors to drive 
electric shavers.—IVestinghouse Elec- 
tric & Mfg. Co., East Pittsburgh, Pa. 


ELECTRIC TOOLS—This is a most 
comprehensive catalog and illustrates 
by means of actual photographs the 
full line of electrical tools for the 
industrial and automotive — trades 
which has been built up over a long 
| period of years. The catalog gives 
precise and exhaustive information 
on each tool together with technical 
descriptions so that the buyer can get 
a full idea of what the various ma- 
| chines will do and the purposes for 
which they are constructed.—The 
United States Electrical Tool Ca.. 
Cincinnati, Ohio. 


TRUCK—This firm’s latest bulletin 
describes the “IZ” load carrier truck 
with rated capacity of 6,000 Ib. 
Truck has two-wheel drive and four- 
wheel steer and has four speeds for- 
ward and four reverse. The frame 
consists of heavy 


“Band-It” | 


1939-40 general | 
| catalog listing some 100,000. styles 
| and sizes of Westinghouse products. 


section formed | 


. . | 
plates welded into rugged one-piece | 


frame including dash. Trail 


axle 


is heavy I-beam cast steel, carrying | 


knuckles fitted with upper and lower 
roller and single ball pivot bearings 
and with roller bearings in wheel.— 
Elwell-Parker Electric Co., Cleve- 

| land, Ohio. 
CUTTING FLUIDS—A 16-page illus- 
trated booklet just published is a 
| comprehensive presentation of cut- 
| ting fluids and their applications, 
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THE BEST SELLING 
PULLER IN AMERICA 





“ANCHOR” GEAR and 
WHEEL PULLER 


For general pulling on repairs and maintenance 
of machinery. Only two sizes—4 tons and 12 tons 
—fit most all pulling jobs. All your industrial 
customers have use for it. Popular priced, Easy 
to sell; easy to stock. 


Pulls all kinds, 
all sizes of gears, 
pinions, wheels, 
pulleys,  etc.; 
solid or spoked, 
large or small, 
wide or narrow. 
Pulls far from or 
close to end of 
shaft. 





Most practical 
and popular 
Puller on the 
market. Well ad- 
vertised. Good 
selling helps fur- 
nished. Some 
choice territories 
open for dis- 
tributors. 





EDELBLUTE MANUFACTURING CO. 
Reynoldsville, Penna. 
Makers of Pulling Devices since 1920 



















TREAT EVERY BELT WITH 
Cling-Surface 


Avoid that “bugaboo” of all 
belt-driven machinery with 
the use of CLING-SURFACE. 
Belts treated with Cling-Sur- 
face can run $LACK resulting 
in less wear on belt, shaft 
and bearing. Proved in use 
since 1896. Literature and 
trial tube free on request. 







Cling-Surface Co. 
1017 NIAGARA STREET 
BUFFALO, N. Y. 


CLING 
SURFAC 
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CALL kitbourn 2003” 
WRITE 2947 N. 30th St. 
W | RE Milwaukee, Wis. 
5 A Yiuw a 


THE 
FAMOUS 







6s ATLAS’ ’ 


We'll do the rest 


APPLETON -ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 
formerly at Appleton, Wis. 




















SOLDERS 


For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
dia. 


Bar, Triangular, Meter and Drop 

Solders. 

Copper and Brass Fitting Solders. 
Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 

Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build g 


will and repeat business. We invite 
your inquiries at all times. 









49 
_—) 





x . 
—. C lardiner 
Gey 


\ u 





4833 So. Campbell Ave., Chicago, Ill. 
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from light automatic screw machine 
work to heavy broaching. Various 
types of cutting operations are class- 
ified and the functions of the cutting 
fluids involved are given in detail. 
The booklet explains the need for a 
cutting fluid correct for the metal 
being cut and the machining opera- 
tion involved if optimum results are 
to be secured. Schematic drawings 
illustrate the correct and incorrect 
methods of applying oil to the cut- 
ting operation.—Tide Water Associ- 
ated Oil Co., New York City. 


LATHES—This catalog serves to 
introduce the new Atlas lathes for 
1939. The company has confirmed re- 
ports that power cross feed mechan- 
ism will be furnished as standard 
equipment with their new “F-Series” 
10-inch models, the first time this 
feature has ever been incorporated 
in a popular priced precision bench 
lathe. The “preview” folder contains 
pictures and brief descriptions of all 
new 1939 machine tools and shop 
equipment which will be covered 
completely in the Atlas general cata- 
log No. 39.—Atlas Press Co., Kala- 
mazoo, Mich. 


PORTABLE ELECTRIC TOOLS—Tell- 
ing the complete story of all its port- 
able tools and equipment including 
its recent additions to the line, this 
1939 catalog hits a new high in read- 
ability and complete information for 
the distributor and salesman. This 
new catalog comprises 56 pages and 
cover. Three new units make their 
appearance for the first time in this 
catalog. —Black & Decker Mfg. Co., 
Towson, Md. 


COATED ABRASIVES— A little folder 
that tells of one of this company’s 
newer developments—water sanding 
—is both extremely interesting and 
instructive. Citing some of the ad- 
vantages of water sanding together 
with pictures of typical applications, 
the pamphlet is most worthwhile. 
The firm recently prepared a product 
chart which should be of real aid in 
the school shop. The chart is pri- 
marily designed for use by wood- 
working instructors and for hanging 
in the woodworking shop. The chart 
shows some of the more commonly 
used woodworking abrasives, with 
each item identified and its general 
application indicated. — Behr-Man- 
ning, Troy, N. Y. 


BAND FILER—A new four-page 
folder is now available which dis- 
cusses the uses of the Continental 
band filer for internal and external 
filing. File bands 4- and }-in. wide 
can be used on materials ranging 
from high carbon steel to soft brass 
and wood.—Continental Machine 
Specialties, Inc., Minneapolis, Minn. 
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No. 32A QUART SIZE 
THE MECHANIC’S FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 
No. 99 Pint Size—Midget Flame for 
small size copper tubing work. 
No. 252 Flat Pint Tool Kit Torch. 
No. 308 Quart Size—With sub-flame 


for extremely cold or windy weather. 
No. 325 Quart Size—For heavy duty. 
No. 225 Two Quart Size—Heavy duty 


burner. 


CLAYTON & LAMBERT 
DETROIT MICHIGAN 











SELL ECONOMY 
PRODUCTS 







MILLED 
FROM 
BAR 


Socket Head 
Cap Screws 


Large stocks are carried for your con- 
venience—in bulk and in neat packages. 
In addition screws can be made of 
other materials such as brass, bronze, 
stainless steel, etc. Here’s a real sales 


Hollow 
Set Screws 


“talking point” for your customers! 

Go after special orders on these and 
other special screw machine products. 
We're set up to serve you quickly, satis- 
factorily and at prices that enable you 
to make a decent profit. 

Let’s get together—send us your 
inquiries. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 
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Noted for the 
CUSTOMERS 
They Keep! 


DIXON Products have a reputation 
for giving the kind of service that 
makes every buyer a steady customer. 
The three couplings described below 
are outstanding examples. It will pay 
you to keep them “out front”, always. 


““BOSS”’ 
Washer Type 
Female Coupling 

Style W-16 











For steam, air 
or liquid lines, 
high or low pres- 
sure. All parts 
steel or mallea- 
ble iron, cad- 
mium plated, 


“G J-BOSS” 


Ground-Joint 
Female 
Coupling 
Style X-34 


The perfect 
coupling for 
every service. 
No leaking or 
lost washers. 

Insures maxi- 
mum. safety, 
long life and 
economy. 
Cadmium 
plated. 


“BOSS” 


Male Coupling 
Style MX-16 


Companion 
coupling for 
W-16 and 
X-34, shown 
above. Used 
in place of 
iron pipe nip- 
ples. Elimi- 
nates need of 
oversize hose. 


Sold Only Through Distributors 


For complete description of these and 
other DIXON products, see LIST 1035-X 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY 
PHILADELPHIA, PA. 


Branches: Birmingham, Los Angeles, Houston 
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backfires 


The Manager's Page. . 





JUST THE OTHER DAY we started out on a still 
hunt with a very laudable, we thought, pur- 
pose in mind. We planned to go through 
several industrial magazines (those which go 
to your customers) with the idea of verifying 
a firm conviction that most of our manu- 
facturer friends were doing a swell job of 
trying to help distributors sell their goods. 


We found the advertising, all right. Lots 
of it. Moreover, most of it was darned good 
advertising—couched in terms which would 
interest the reader, whether he was a metal- 
working superintendent, a top executive or a 
chemical engineer. 


We failed to find one thing, however, which 
we felt sure, beforehand, would pop up in 
almost every “ad’’—a statement to the effect 
that the goods advertised could be obtained 
from a local distributor. This omission was 
not universal but, by and large, few mentions 
of the distributor were to be found. 

We feel sure that the average manu- 
facturer, who makes no such statement, has 
in mind a plan whereby all inquiries received 
will be forwarded to his distributor in the 
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. a meeting ground for discussion of problems 


common to distributors and manufacturers 


the fog of misunderstanding which may exist between the two 


seeking to dispel 





territory. But it seems to us that he is over- 
looking a good bet. After all, the manufact- 
urers whose advertising was studied have all 
spent considerable time and money in build- 
ing up a distribution system which will make 
their products readily available to industrial 
buyers. Isn’t the fact that the advertised 


goods may be obtained merely by picking up a 
telephone a strong selling point in itself? 


When the Joint Merchandising Committee 
(later the Industrial Supply Research 
Bureau) was active, quite a campaign was 
carried on urging manufacturers to mention 
distributors in their industrial consumer copy. 
Many recognized the “plus value” in the 
simple statement, “Buy it from your local 
industrial distributor.” 


The idea, we believe, is still a good one. At 
this time of the year, many manufacturers 
discuss their coming year’s advertising with 
their distributors. Wouldn't it be a good idea 
to suggest to each that it would be good busi- 
ness for them to point out in their copy that 
their goods can be obtained promptly from 
you? 


JIM CHANNON 
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